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50 MILLION MESSAGES 


as Goodwill Builders for 


Missouri State Life 


Scheduled to appear in newspapers 
during last four months of 1927 


HE biggest word in business today is ‘‘Goodwill’’ and the 
biggest force in business today is ‘‘Public Opinion’’. Good- 
will is the essence of favorable public opinion. 


The Missouri State Life has just sched- 
uled a program of ‘‘localized’’ National 
Newspaper Advertising to further aid 
in augmenting nation-wide goodwill 
for its name, its policies and its repre- 
sentatives. The Company is proud 
of its past record of achievement, 
proud of its standing as a great, grow- 
ing Company, 19th among the leading 
life insurance companies of the coun- 
try. It proposes to broadcast this story 
of success to a nation-wide public. 


In a series of quarter-page advertise- 
ments running bi-weekly in a selected 
list of newspapers in some sixty odd 
cities, the Company will broadcast 
more than 50 million individual mes- 
sages during the last four months of 
1927. 


This is just one of the ways in which 
the Missouri State Life is helping its 
men in the field to sell more Missouri 
State Life insurance. 


A Great Company Daily Growing Greater 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


E. SINGLETON, PRESIDENT 


HOME OFFICE SAINT LOUIS 
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Central Life Insurance Company 


— 
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Of Illinois 
Liberal General Agency Contracts offered 


To High Class Salesmen and Organizers 
Who are prepared to capitalize 
its Practical Sales Service, including: 
Profit Sharing Banker’s Plan Circularizing Campaign 
Practical Sales Course 
which attracts and equips new representatives. 
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Participating and Non-Participating Policies, 
Child's Policies from date of birth, Mortgage Coverage, 
Non-Medical, Preferred Risk Policies. 





Dividend factors, mortality 1924-26, 34%. Ratio, assets to liabilities, 1.11%, interest earned on mean 
invested funds, 6.03%. 





Operating in twenty-two states with excellent General Agency openings in 
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COLORADO MICHIGAN PENNSYLVANIA 
A } FLORIDA MISSOURI ‘ITAH 
. ‘dale, | INDIANA OHIO 7YOMING 
BREED Ls hr rr 9k oe W. H. HINEBAUGH, President S. B. BRADFORD, Secretary 
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CENTRAL LIFE INSURANCE: 
COMPANY OF ILLINOIS 
CHICAGO 














Exceptional Known 
GENERAL AGENCY ; . 
for its Co-operation 


Openings in 


The This Company has not only talk- 

ed Co-operation, but given it so 

ro much, that it now has the repu- 
tation for being one of the 


CENTRAL STATES LIFE leading ‘‘Co-operating’’ 





oj — 
INSURANCE COMPANY Companies. 
St. Louis, Missouri iii In oe a? : 
JAMES A. McVOY GEORGE GRAHAM Write for openings! 
President Vice-Pres. 


VERNER F. LARSON, Secretary D e ~ M O 1 nN e + L 1 f e 
——— & Annuity Company 


Assets $10,000,000 J. J. Shambaugh, President 
Insurance in Force $90,000,000 DES MOINE ~ 9 IOWA 
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GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
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obtain exclusive territory of their own choice with this progressive 
FORMERS MAN ONAN Iie voung company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 
So ~ INDIANA— OHIO— MICHIGAN— 
South Bend Lima Calumet 
Elkhart Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 
La Porte Marietta Marquette 
Michigan City Springfield Battle Creek 
ILLINOIS— IOWA— MISSOURI— 
Peoria Waterloo Joplin 
Mt. Vernon Mason City Springfield 
Springfield Sioux City Cape Girardeau 
Murphysboro Council Bluffs Jefferson City 
Rockford Dubuque Moberly 
For further information communicate with 
A. O. Hughes, Vice-President in Charge of Agencies 
sical Farmers National Life Insurance Company 


OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 
































Are You Still aSub Agent? 


Ambitious and Successful Men and 
Women prefer to Build, Own and Man- 
age a business for themselves. 
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A New Plan to Solve 
An Old Problem 


How to gain the confidence of new prospects is an 
old problem. 


— The Ohio National Life Juvenile Policy helps to 
WHY NOT BECOME A GENERAL solve this important problem. 
AGENT? The policy is issued at birth and up to age 11 in 


Our plan provides an agreement for 
building, ownership and management of 
successful General Agencies in the states 
of ARKANSAS, LOUISIANA, TEXAS 
and OKLAHOMA. 


amt 


Your communication will be treated 
with confidence. 


LOUISIANA STATE LIFE | 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F, ARCHER 
Superintendent of Agencies 














amounts from $1,000 to $10,000, with premium 
waiver in event of total disability or death of the 
father. 

Every father is interested in his boy or girl. The 
juvenile policy is something for his boy or girl. 
He is interested. You get his confidence and he 
places all his life insurance with you. 

The Juvenile Policy is only one of the many services 
that makes it “Pay to Tie Up with the Ohio 
National.” 

General Agent wanted at Dayton, Ohio.—Other 


valuable territory open. 
ez. 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t. of Agents 


President 
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. You Too, Will Be Just 
as Enthusiastic 


“‘Not for sale”’ 
E. H. Leiphart, Agency 


Sell the twentieth century way ~Picturize-Dramatize _| 2": 





1927: —Y~> 
“Replying to your inquiry 

as to our opinion of the value 
of your INCOMETER, the 
whole question is probably 
answered by the fact that I 
have talked with several of 
ur representatives who are 
using them and find that none 
of the boards are for sale.’ 








“*Will not leave office 
without it” 
R. D. Bickford, Berkshire 
Life Insurance Company, 
Rochester, N. Y., June 15, 
1927: 





Life Insurance business three 
months Two weeks ag I 
purchased one of your IN- 
COMETERS and I now will 
not leave the office without 


it 
Reason for $25,000.00 sale 


Raymond L. Korndorfer, 
General Agent, New Eng- 








land Mutual Life Insur- 
ance Co., Bronx, N. Y. 
City, June 1, 1927: 

“It may interest you to 
know that I believe it an ex- 
cellent means for securing the 
attention of a prospect and 
that in line with this thought, 
on last Saturday morning it 
was a contributing reason for 
my writing an application for 

/ $25,000.00."" 

A large Contributing 
factor 
Lawrence V. V. Moss, 
Lockport, N. Y., insur- 
ance underwriter, June 14, 

1927: 

I am only too pleased to 
testify to the sales worth of 
the ‘Shields Insurance IN- 

short period I have been 


COMETER.’ During the 





using this instrument, it has 
been a large contributing fac 
tor in bringing my people to 
1 point of realization as to 


Life Insurance is Dramatized j tr ‘an, "Ago 


resulting in very satisfactory | 
sales.’ 





Sweep away all preliminary discussions of total amounts Here is the “IT” which will dramatize your life insur- saan 
. ° ° oe. ‘ ” n six weeks $160,000.00 
and premiums—brush aside the befuddling talk of pol- ance proposition. In “IT” you have the answer to the program insurance sold 


icy clauses—start your interview upon the RIGHT HOW of getting prospects to visualize their insurance Mr. David Bloch, Repre- 

- ° . . . : sentative, The Equitable 

basis IMMEDIATELY with the Shields Insurance in terms of monthly income instead of lump sum. Life Assurance Society, | 
Incometer. New York, May 20, 1927: 

. wanted to drop you a line re- 

What this means to YOU carding, the acteal requis, 

have obtained this instrument 

The Shields Insurance Incometer picturizes and dram- Star ‘Seth, aay eatunl calse es 

atizes MONTHLY INCOME. It tears away every || {"Mi\"wid's prospects that i 


have been calling on for 1 


If your prospects can be made to see clearly that life 
insurance should be measured in terms of MONTHLY ; ] 

illusion on the adequacy of seemingly large lump sum year and whe have shown no 
interest whatsoever up until 


INCOME either for those dearest to them or to them-_ . ; . > 
insurance holdings. It dramatizes in a way no verbal —— 
“I am more than satisfied 


selves in their declining years then your ft : . 
— soe ee ee chances o he explanation could possibly do, the need of adequate an oe ee ee eee 
successful presentation are infinitely multiplied. protection a ee oo 
: nsurence production will be 
sem ; | ny a "50% this 
vear with the help of the IN- 
COMETER I wanted you to 
know these facts and I feel 
thet the TINCOMETER is an 
ibsolute necessity for every 
nsurance agent 












“IT” does this in exactly the way life insurance men have 
urged that it be done for years. But because there was no 
» C instrument to do it, could not be done until NOW. 
The prospect himself uses the Shields Insurance Incometer. 
What “JT’’ will He discovers for himself—no one tells him—and he clearly 
do for You and completely understands your proposition from THE 
BEGINNING. 
1 Gets Prospect thinking 


in terms of MONTH sé ded 

LY INCOME IT’’ Works 

A, lpn’ 2s The Shields Insurance Incometer works—not in finely spun 
: theory but in actual use. Read the comments enthusiastic 
























bho 


>) 

3 Without asking secures users have made. If they and hundreds of others are suc- 
procpect’s Life nour cessfully using the Incometer—if a large fire insurance 
ac eee creeds company has been so impressed by its performance as to 

4 surance SIMPLE ond order a special lot, then surely you owe it to yourself to 
“ae 7s ae put the coupon in the mail today and get the full details 


Obtains information 
on the KIND of im 


Ww 


SHIELDS INSURANCE INCOMETER 
One Madison Square 
New York City, N. Y. 


surance wanted 


Secures a perfect IN | 
; : ; | | | : > : i SHIE 
Provides LEGITI 





Gentlemen : 

I am interested in making my life insurance presenta- 
tions more effective—Let me have How “IT” can 
help me 





on this greatest of all life insurance selling aids. 
i = 
INSURANCE 
¥ 


| 
| 
: “cee, | Co-operative Sales Service | _ 
| 
! 


4 Lh Lanquist « Leeston-Smith Inc 


* METROPOLITAN TOWER: 
One Madison Avenue New York City. ba aascesenensenenarenennennenenspenmancsasmenail 








Street 
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City and State 
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MEDICAL POLICY OF THE 
NEW ENGLAND MUTUAL 


Vice President Smith Makes Some 
Notable Observations on 
Company’s Experience 


PRINCIPLES IT FOLLOWS 





Believes That Medical Examination 


Should Be Made of All Ap- 
plicants for Insurance 


In a recent address Vice-President 
George W. Smith told about the medical 
policy of the New England Mutual Life 
trom an underwriting point of view. He 
that this year when the 
New England Mutual becomes a billion 
dollar company 
it is fitting that due credit be given to 
one of the fundamental principles that 


said during 


in insurance in force, 


has been followed, it being proper medi- 
cal selection. Mr. Smith states that 
this has had a large part the safe 
growth of the company. In 1879 there 
was included as a part of the applica- 
tion a few inquiries to be certified to 
by a regular examining physician. It 
was not until 1903 that all the experi- 
ence of the company was collated and 
placed on a workable basis. Mr. Smith 
states that only in the last two decades 
have life companies been able to make 
cooperative deductions uniform in char- 
acter regarding various groups in- 
dividuals. Medical statistics, he says. 
covering all the years of life insurance 
medical experience in this country form 
the most extensive collection of mortal- 
itv statistics extent. 


in 


ot 


Favors Medical Examination 


Mr. Smith very strongly asserts that 
New England Mutual is much in 
tavor of a medical examination in con- 
nection with life insurance He says, 
“The arguments for and against such an 
examination in present day practice, 


the 


need not be reviewed, but it is mv be 
het that in so far as the New England 
Mutual Life is concerned the advan- 
tages of a medical examination far out 


the disadvantages We believe 
we could not accept lives upon a 
1on-medical basis with full justice to the 
accrued rights and equities of our pol- 
icvholders who have ex- 
‘mination.” 


veigh 
that 


passed such an 


Reflect Agency Selection 


Vice-President Smith states that to a 
remarkable degree the individuals who 


ipply for life insurance in the New 
England Mutual reflect a selection by 
the agent in the field He says that a 
high grade agent will submit a high per 
centage otf standard risks, while an 
went who is not of as broad caliber is 
more likely to submit mediocre and 
oubtful risks He asserts that the 


England Mutual is 
risks During a 
vears, he de 
been a ploneer 
risks hith 


These con 


business of the New 
confined to standard 
onsiderable number 
the company has 
acceptance of certaim 
considered doubttul 


or 
lares 
n the 


erto 


| OUTLOOK FOR LAST OF 
YEAR REPORTED GOOD 


\SEPTEMBER STARTS WELL 

——s 

| Chicago General Agents Declare That 

Remaining Months Are Likely to 
Yield Good Volume 


| 
| 
| 


| According to a dozen of the leading 
life general agents of Chicago, the busi- 
ness outlook for the remainder of 1927 
is altogether rosy. September started 
| off with a bound, and no letup is ex- 
pected before hot weather in in 
1928. Even then, it is indicated by the 
experience of a number oi agencies this 
| summer, conditions will not become very 
slack, as means of overcoming the “hot 
weather slump” have been developed 
Carl A. Peterson, vice-president of 


sets 


} the Mutual Trust Life, reports that Aug- 
ust this year, convention month, was as 
good as last August, when the com- 
pany held no convention He reports 
also that September has started well 
and is expected to lead to still better 
business for the last three months of 
the year 

Answer Is “Very Good” 


In answer to the question 





the outlook for the last months 

year?” the answer “Very good” was 
given by Darby A. Day, general agent 
% the Union Central Lite; Louis ] 
Fohr, general agent of the Connecticut 
Mutual Life; Karl A. Korrady, gen- 
eral agent, Connecticut General Life; 
Sidney Wellbeloved, general agent, wi 
\W. W. Williamson, of the Connecticut 


Mutual Life; 


Robert Judd, agency man- 


ager, Phoenix Mutual Life; J. C. Seitz, 
secretary, Security Life ant 6«C.. QO 
Pauley, secretary and treasurer of 
Great Northern Lite—all of Chicago 


\. E. Patterson, head of the Patter 
son agency of the Equitable Life of New 
York in Chicago, said “Not 
outlook for the remainder of the 
very l little 


only ts 
the 
good, but can happen at 
any time ina city like Chicago. Indus 
try here is diversified and industrial de 
pression would need extremely 
acute before it could affect a large part 
he population.” 


vear 


to be 


oft the 


New Sources Developing 


trusts yuUSINeSss msu! 


/ 
ae 


and 
ning to be 
expected that 
year these 
add considerably to the tota 
force. Some of the 
juvenile policies 
lume ot 
even though none of the com 
this line heavily 

$500,000 are 
rare to. be considered 
they written, and 
size oO still far 
Which means that, since the 
small in amount, more 
thousands will be in 


, , 
ance are only begin velopes 
l even before the 


two ines Wt! 


miki Ah 1s 
close ul ne 
ance in 
writing 
nice \V 
this year, 
report 
Policies of 
still sufficiently 
news whenever 
the aver 


business on the 


stressing 
more than 


patiies 


are 
| age t policies is 
below 
aver 


people 


0 
ige ponlcy Is 


by many 


surance converts at the end of this vear 
than were converts at the end of last 
stitute a small percentage of the total 
volume of any year 

his action, he savs, has been poss 
ble by the study of groups, which in the 
past experience have given an exces 
sive mortalitv, with a view of dividing 


MINOR MORTON GOES 


WITH SHERIDAN LIFE 


HOME OFFICE AT EVANSTON 


Will Have Charge of the Agency Work | 


and Development of the New 
Company 
Morton, 


Minor Vice-president of 


doing some special agency work for 
| the company has resigned to become 
vice-president and agency director of the 
new Sheridan Life that has been or 


ganized with headquarters in the 


State- 
Lake building, Chicago, but will! shortly 
Evanston, Ill, a north 


move to shore 











MINOR MORTON 














suburb and eventua ive quarters 
in the new Hahn building there w 
will be completed next year It will 
take temporary quarters until its mi 
office is fitted up. Inasmuch as at the 
start the Sheridan Life will establish 
itself among the people of the north 
shore, the directors appreciated the ne 
cessity of securing an agency man, on 
who would fit in with the organization 
Mercer E. Daniels is president and or 





e 


insurance 


eh 


He has 


business 


ganizer been in tl 
brokerage in 
last four years and has developed a num 


hicago for e 


er of enterprises 








soon be censed with the Linois i¢ 
partment, as it has its affairs in shape 
to start. Interested in it as stockhold 
ers are rominent Evanston men w 
will give it support 

Mr Morton was tor ¢ \ ‘ " 

« fi the Volunteer state Life I 
Chattanooga He is we wn i < 
te msurance world and ts regards is 
1 resourcetul agency n He started 
s career with the Equitable of New 
York. Mr. Morton w reside in Evans 
to i | eK c lemtitre wit ts 

is activities 

hem into good and 1 groups He 
said it is perfectly possible to divide a 
general group with high mortality int 
two groups, one of which will have a 
rormal mortality and the other an ex 


(CONTINUED ON PAGE 17) 
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The company will | 


DOUBLE INDEMNITY 
DISABILITY ADJUSTING 


Methods Followed in Handling 
Claims of This Class Told by 
Carl J. Sandberg 


the | INVESTIGATION IS NEEDED 


| Security Life of Chicago, who has been 


Comprehensive Review of Practice 
Adopted by Phoenix Mutual Given 


Before Claim Association 


A comprehensive review of the prac 
ltice followed in investigation and set- 
tlement of double indemnity and per- 
manent disability claims under life in- 


» onan 
surance policies was given at the annual 
nal Claim As- 


Carl 


Internat 
thi 


Toronto t 


meeting « the 


s week by 


| sociation 


I Sandberg. adjuster for the Phoenix 

Mutual Life He said im part 
“When a life insurance policy pro- 
vide 1 tor other liability than the pay- 
amount in the event 





aims department's chief 
concern was to determine whether 
dead The cause 
tistical purposes, 
death oc- 
which sul- 


or 


ired was 





f death, cxcept tor st 


when 
in 


important only 
irred period ; 
e reduced the liability of the com- 
: The addition of the double in- 
rovision brought a new prob- 
s department. It then 
and ortant to de- 
cause of death in all cases 
chosen 


was 
during a 






cl 
pany 
demnity 
let to the Chk 
} 


yecammic 


41m) 
necessary my} 


termine, the 
where the policyholder had 
have added to his policy the 
specifying payment _ of double 
amount ot face of the poncy 


urres 


to 
clause 

the 
the where 
death o i by reason ot! accidental 
causes 

Preliminary Hepert Required 

double 
to 
ac 


that 


policy provides tor 


When a 
} is any 


h reason 
indemnity and there eask 


that the cause ot death was 


believe att 
require 


cidental 
all available deta 
mented by any newspap 
can be obtained This form, t 
ipl briefly 
of death, place, 
Ider and the 
It is usually filled out 


mpany 


; “thons 

printes 
given su} 

r clippings th 


cor- 


> ” 


gives the de 
time 


number 


e « 
r 


th business r the 


manage 


urs. It 


with 


terntory the aqaearn Oce 
lepartment to 


rs concerning us Cc 
nd if it is indicated im 
ht be due to ac 


im 


that death mi 


1 causes, an imvestigation ts 


ordered 


Investigation Usually Ordered 


ordered in all 
very 
preluminary 


An nvestigation s 
suc cases except mm a tew in- 


there can be no 
been acct 
claim 


time 


Early knowledge of the 
1 ¢} ivance tice allows 
ugh this advances e alk 


(CONTINTC ED ON PAGE 14) 
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ADVERTISING SESSIONS 
FOR BUSINESS ONLY 


os 


NO ENTERTAINMENT PLANNED 


——_—_—_ 


Two General Sessions Will Be Held— 
Attendance Expected to 
Be Heavy 


The mid-year meeting of the insur- 
ance advertising conference to be held 
at the Hotel Stevens, Chicago, Oct. 17- 
18, will be purely a business meeting 
and from every indication will be the 
largest in the history of the organiza- 
tion, according to Chauncey S. S. Mil- 
ler, publicity manager of the North 
British & Mercantile. 

As the great majority of members 
are located west of the Alleghanies, the 
accessibility of Chicago with its net- 
work of railroads is expected to bring 
many members to this meeting who 
found it impossible to attend the prev- 
ious meetings held in the east. As the 
session will be purely a business meet- 
ing, a minimum of entertainment has 
been arranged, thus allowing greater 
time and scope for informative discus- 
sions of all sections, both general and 
group. During the meeting the Hol- 
combe trophy award will be announced. 

The program, of which details as to 
speakers and their subjects are not 
available, will be run off about as fol- 
lows: 

Sunday afternoon, reception; evening, 
dinner for all members and their guests, 
followed by an executive committee 
meeting. 

Group Sessions Scheduled 


Monday morning, general session, 
followed by a luncheon. Monday af- 
ternoon and Tuesday morning, group 
sessions as follow: 

Life group, B. N. Mills, assistant sec- 
retary of the Bankers Life, chairman; 
Fire, H. V. Chapman, advertising man- 
ager of the Ohio Farmers, chairman; 
casualty, C. E. Rickerd, advertising 
manager of the Standard Accident, 
chairman. On Tuesday noon an adver- 
tising luncheon under the auspices of 
the advertising council of the Chicago 
Association of Commerce will be given. 
Tuesday afternoon will be devoted to a 
general session. The convention will 
close with a dinner Tuesday night, at 
which the Holcombe trophy will be 
awarded. 

The general theme of the convention 
will be “The Mind of the Buyer.” In 
the general session advertising and not 
insurance will be stressed. Details of 
advertising in its insurance relations will 
be left for discussion by the group ses- 
sions. 

Work Has Increased 


As the conference has grown so rap- 


idly that the work of the officers, par- 
ticularly that of the president and sec- 
retary-treasurer, has become very ex- 


acting, consideration will also be given 
plans for establishing a permanent sec- 
retarial office with necessary equipment 
and clerical staff. 

As always, the general sessions will 
be open to all interested in insurance, 
and the conference is gratified that the 
number of outsiders at every session is 
increasing. Those desiring reservations 
at Hotel Stevens, which is reputed to 
offer the widest range of prices for 
rooms and meals of any hotel in the 
country, should communicate immedi- 
ately with secretary W. W. Darrow, 
Home Insurance company, 59 Maiden 
Lane, New York City. 


Crosses $700,000,000 Line 

The Missouri State Life started Sept. 
1, with over $700,000,000 in force. The 
exact amount was $714,750,196. It is 
out for $750,000,000 by the end of the 
year. From Jan. 1 to Sept. 1, its gain in 
written business was $108,822,162. The 
Missouri State Life is going strong this 
year 





ATLANTIC LIFE HOLDS ITS 
ANNUAL AGENTS’ MEETING 


CONVENTION IS BIG SUCCESS 


Leading Agents of Company Enjoy 
Visit to Spring Lake, N. J., 
for Yearly Gathering 


The surface of life insurance has just 
been scratched, Winslow Russell, vice- 
president of the Phoenix Mutual, told 
Atlantic Life agents at their convention 
at Spring Lake, N. J. last week. He 
pictured the vast possibilities of the 
business, saying that barely 3 percent of 
life values are now insured in this coun- 
try. Stressing the importance of adver- 
tising the business, he said that agents 
of his own company had consented to a 
cut in their premium income to do their 
bit in spreading the gospel of life in- 
surance. 

Is Challenge to Agent 


With “Laying Your Cards on the 
Table” as his subject, Dr. Frank P. 
Righter, medical director for the At- 
lantic, declared that it is up to the life 
agent to cooperate to the fullest extent 
with his company in the selection of 
risks. Whether the mortality is to be 
high or low rests largely with them. If 
they do not furnish the company with 
information they glean in their work 
of solicitation, the record will be high. 
The non-medical method of selection 
is really a challenge to the agent to put 
ae the best risks on the books. 

-H. Smith, district manager for 
the Atlantic i in Petersburg, declared that 
life insurance is the greatest business in 
the world because the opportunity to be 
of service to humanity is practically im- 
measurable. Moreover, it is a business 
into which it is possible for a person 
to enter without capital. That is some- 
thing which can be said of but few other 


callings. 
Covers Specific Needs 


D. E. Henderson, general agent at 
Huntsville, Ala., said that he makes it 
an invariable practice in his personal 
work never to sell insurance unless he 
can present some specific need to cover. 
He also makes it a practice to get a 
man into his office and talk it over with 
him before undertaking to close a case. 

George W. Killebrew, Jr., general 
agent at Nashville, Tenn., uses the trust 
idea in a large part of his personal work 
and gets excellent results from it, he 


told the convention. Quite frequently, 
influence exerted by a bank or trust 
company enables him to close cases 


much more easily than might otherwise 
be the case. 

George T. King, Jr., agent at Rich- 
mond, Va., told of the value of syste- 
matic solicitation of business. Touching 
upon the time spent socially, he said: 
“We all know that a prospect would 
rather buy from a friend than from a 
stranger. So if you would make your 
work of selling easier, you must make 
lots of friends, keeping in mind that a 
fellow golf player, or lodge member will 
have to buy his insurance from some 
one and he would rather buy it from 
you.” 

Discusses Future Possibilities 

Edmund A. Saunders, president of the 
company, delivered the keynote address 
of the convention on the opening day. 
He reviewed the growth of his company 
and outlined the outlook for the future. 
Edmund Strudwick, Jr., vice-president 
of the company, delivered an address on 
“Education and Conservation” and re- 
viewed proceedings of the convention 
at its close. It was decided to hold 
next year’s meeting at the Chateau 
Frontenace, Quebec. 


Goes with Northwestern National 


Harold A. Davies, formerly field as- 
sistant of the Equitable Life of New 
York, has become district supervisor of 
the Northwestern National Life at Cen- 
tralia, Wash. 





NATIONAL LIFE, U. S. A., 
HOLDS REGIONAL MEET 


MIDWEST DELEGATES ATTEND 


Members of $100,000 Club from Central 
States Gather at Three-Day 
Convention in St. Louis 


The $100,000 Club, National Life, U. 
S. A. held the second of three regional 
conventions at St. Louis, with repre- 
sentatives from middle western states 
attending. 

Vice-President Walter E. Webb was 
in charge of the convention. Accom- 
panying him from Chicago were Vice- 
President and Medical Director Walter 
A. Jaquith, Assistant Secretary John 
C. B. Parker, and Home Office Agency 
Supervisor Freeman J. Wood. 


Old Guards Attend 


Though the convention embraced dele- 
gates from only one section of the 
country and the National Life operates 
from coast to coast, the meeting was 
characterized by the attendance of a 
goodly number of the old guard of the 
company. 

Mr. Webb greeted the club members 
and guests in behalf of President Lay 
and outlined the plans for the session, 
which included discussions of educa- 
tional and inspirational value supple- 
mented by a program of entertainment. 


T. J. Duncan First Speaker 


The first speaker was T. “Jeff” 
Duncan of Texas, who outlined his 
methods, which have proved successful 
in developing a large volume of busi- 
ness year after year. His talk was par- 
ticularly valuable in that he illustrated 
his points with pieces taken from his 
actual field experience. John C. B. 
Parker, assistant secretary, was the next 
speaker. In developing the topic “Fac- 
tors for Certain Success” he pointed out 
that while there are in the business 
many men succeeding as “Jeff” Duncan 
has succeeded there are others who have 
failed either at the very start who had 
not the proper cooperation of their gen- 
eral agent or company or after having 
started have been content with mediocre 
results far below their capacity. He 
then outlined factors used by success- 
ful life men in enabling them to fully 
capitalize their energy and ability. 

Next followed a round table discus- 
sion conducted by Mr. Parker, in which 
a number of topics were capably han- 
dled by the following representatives. 
“The National Five Point Policy, When, 
by Whom and Why it Should Be 
Bought,” J. K. Jordan, Arkansas, “The 
Reaction of a New Agency Manager,” 
Louis Carr, Minneapolis. Walter A. 
Jaquith, vice-president and medical di- 
rector, closed the morning session with 
an address on the subject “A Plea to 
Agents for Closer Cooperation with the 
Home Office in Selection of Risks.” 


Afternoon Session Interesting 


The afternoon session was opened by 
Agency Manager A. J. Faerber. Mr. 
Faerber drew from a rich fund of busi- 
ness experience in outlining his means 
of developing worth while leads and 
substantial insurance lines. J. A. Oliver, 
St. Louis manager for the Retail Credit 
Company, followed with a talk on “In- 
spection Reports.” W. H. McClintick 
of Peoria, Ill., and A. Lee Peacher, Jr., 
of Fort Smith, Ark., two sons of agency 
managers, contributed instructive ideas 
of benefit to the meeting. Freeman J. 
Wood, agency supervisor, in his talk 
took occasion to point out some of the 
outstanding factors in the company and 


at the same time outlined methods which 


have been successfully used in develop- 
ine substantial agencies. Mr. Wood 
then conducted a round table discussion 
in which Agency Manager E. T. Keli- 
her of Nebraska gave a talk on “How 
to Sell Women.” C. F. Canfield dis- 
cussed “How to Sell Farmers” and 
Agency Manager William Elden hand- 





SUN LIFE’S CENTRAL ZONE 
CONVENTION DRAWS 500 


GROWTH OF CANADIAN GIANT 


President Macaulay, Completing 50 
Years With Company, Gives Some 
Interesting Comparisons 


About 500 agents from the central 
zone of the Sun Life of Canada have 
just completed their annual agency con- 
vention, held at Mackinac Island. The 
central zone includes territory on both 
sides of the border. Among the officials 
present were President T. B. Macaulay 
and Vice-President and Actuary A. B. 
Wood. President Macaulay this year 
compieted 50 years of service with the 
company. In his talk to the agents he 
made some comparisons on both sides 
of the border, American and Canadian, 
their combined business increased nine 
times and that of the Sun 21 times; the 
combined new business increased 8% 
times and the Sun Life 25 times; assets 
of all companies increased 7% times 
and the Sun Life 33 times. 


Huge American Investments 


Mr. Macaulay stated that the company 
now has over $200,000,000 invested in 
the United States and within the next 
five years its investments on this side 
will reach $350,000,000. This year the 
company will write $350,000,000 of paid- 
for business and will make a profit of 
from $25,000,000 to $30,000,000. These 
figures will be surprising to many 
American insurance men who are not 
familiar with the growth of this Cana- 
dian giant. 

The agents of the central zone voted 
to dedicate October to President Ma- 
caulay. The United States agents chal- 
lenged the Canadian for this contest. 
The United States agency plant of the 
company is rather new and in most of 
the states it has been operating only 
two or three years. In a few states it 
has been operating for a generation or 
more but most of its American territory 
is just being developed. Among the 
agency force attending the central zone 
convention were Manager B. J. Scott 
and Agency Assistant H. L. Jones of 
Chicago and Agents P. H. Lloyd, Louis 
Block and W. J. Macfarlane of the same 
city. Mr. Block is one of the leading 
producers for the company, with a pro- 
duction of close to $1,000,000 a year. 








led the topic, “Objects of Life Insur- 
ance and How to Meet Them.” 


Vice-President Webb Closes Meeting 


Vice-President Webb delivered the 
concluding address of the business ses- 
sion, bringing out in the course of his 
discussion the necessity for life insur- 
ance men to develop a_ sound life 
program and financial program for 
themselves. He also contrasted the im- 
portance with which life insurance is 
regarded and the respect in which it is 
held by conservative business today 


with the attitude taken toward life in- 
surance 25 or 30 years ago. 
In the evening the convention party 


gathered for a banquet and the program 
of short addresses. Vice-President Webb 
was toastmaster. He concluded the 
banquet with an address in which he 
brought out the thought that the idea 
of achieving success is a matter that 
needs logical cumulation of effort over 
a period of years and that a man can- 
not arrive unless he knows where he 
wishes to travel. In working home his 
point, he cited President Lay as an 
example of what a man can do in achiev- 
ing a definite goal. 





J. A. Whitmore on Tour 


James A. Whitmore, superintendent of 
agents of the Phoenix Mutual Life, was 
in Chicago on Thursday of this week, 
making the stop during a brief agency 
tour. From Chicago he went to Cleve- 
land, and then back to Hartford. 
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INCREASED ENDOWMENT | WOMEN’s COMMITTEES 


BUSINESS IS RECORDED 





Phoenix Mutual Issues Figures 
Showing Growing Popularity 


of Form 





RESPONSIBILITIES ARE MET 





Vice-President Winslow Russell Says 
Gains Indicate Buyers’ Develop- 
ing Spirit of Independence 





The Phoenix Mutual Life has just 
completed an analysis showing that en- 


dowments now constitute more than 


ene-fourth of the company’s total busi- | 


ness, the total endowments written dur- 
ing the first half of this year amount- 
ing to some $12,000,000. This figure 
represents a large money increase, be- 
ing written at a rate four times that of 
the endowment total for the whole of 
1921. What is more significant, ac- 
cording to company officials, it repre- 
sents a large percentage increase, being 
two and a half times the 1921 percent- 


age. 
“This reflects a spirit of independence 
and unselfishness worthy of the best 


traditions of parenthood,” remarks Vice- 
president Winslow Russell, who finds 
this emphatic trend toward the assur- 
ance of a comfortable and _ self-sup- 
porting old age one of the most in- 
telligent developments of the day. 
“Everyone knows young men and 
women whose ambitions have 
thwarted and whose hopes have been 
blasted because they were saddled with 
responsibilities they would not shirk. 
I firmly believe that one of the high- 
est services a father can render is to 
assure, while he is still in his productive 
vears, the permanent preservation of the 
home and the independent maintenance 
of the parents when they grow old. 
This amounts to a duty.” 


Production Tabulated 

The following detailed 
shows the steadily mounting proportion 
of endowments and reveals in part how 


the cheaper and more limited forms are | 
company’s | 


being displaced in_ the 

records, especially this year: 

Percentage of Insurance Amounts Writ- 
ten on Various Forms of Policy 





been | 


tabulation | 


All 

Endow- 

Long ments 

Term (inel. 

Endow- Long 

Life Term ments Term) 
1921 66 34 b- 10 
122 65 23 7 12 
; 66 19 9% 15 
62 23 10 15 
65 19 10 16 
. 59 22 11 19 
7 (4%) 5 19 2 26 

The preponderant amount of long | 


term endowments shown is due only in| 


part to the inclusion of insurance on 
the retirement income plan, which now 
accounts for 15 percent of the total 
Phoenix Mutual business. It also rep- 
resents the inclusion of all endowment 
policies maturing at ages 60 and 65, at 
whatsoever age they may have been 
issued. 
Average Size Smaller 


The average policy, now $3,919, is a 


few dollars less than in 1926 but, ap- | 
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FOR BIG CONVENTION 


| oreo LIST IS SHOWN 


| 


| Those Who Will Look After Three 
Events at National Life Under- 
writer’s Association 


Mrs. Bolling Sibley, general chairman 
of the ladies entertainment committee 
for the National Association of Life 
Underwriters at Memphis, Oct. 12-14 
has appointed the following sub-com- 
mittees, all consisting of Memphis 
ladies, to look after the three major 
events in which the women are inter- 
ested. 

Reception committee for Wednesday 
morning, Oct. 12. Mesdames H. G. Al- 
len, J. P. Evans, R. Henry Lake, J. E. 
Lippitt, C. W. Goyer, S. W. Ryan, J. H. 
Barnett, and T. M. Searles. 

Committee for Wednesday’s matinee, 
Oct. 12. Mesdames H. G. Allen, S. W. 
Ryan, J. P. Evans, J. H. Barnett, J. E. 
Lippitt, A. V. Pritchartt, T. C. Looney, 
Jr., Joe M. Smith, W. L. Withoite, W. 
Y. Fair, Jr.. Wayne Deupree, W. T. 
Buckner, Bruce A. Donald, J. A. Mar- 
mon, R. Henry Lake, J. W. Maynard, 
H. W. Durham and Miss Marguerite 
Searcy. 

Committee tea at 19th Century 
Club, Oct. 14. Mesdames K. G. Duf- 
field, Thos. Thrash, C. W. Goyer, Geo. 
Faison, Alfred Boyd, Cliff Blackburn, 
J. H. Marmon, E. C. Weir, Thos. 


for 


Hooker, R. M. Gamble, E. E. Houk, 
Geo. Phillips, E. G. Willingham, E. R. 
Caldwell, Gordon Anderson, Edward 


Kennedy, Leroy Kerr, L. L. Baker, Ed- 
win Williams and Ed. Gardiner. 





Old Glory Pilot Had Insurance 


Lloyd W. Bertaud, one of the pilots 
of the ill-fated plane Old Glory which 
was wrecked in mid-ocean while en- 
route from America to Rome, owned a 
life insurance estate of $18,500. His 
first policy was for $3,000 taken in April, 
1926; a second policy for $5,000 was 
taken in February, 1927, both in the 
Prudential and both rated policies. They 
were written by Frank L. Klingbeil, 
superintendent of the Prudential in 
Cleveland and _ vice-president of the 
Cleveland Life Underwriters Associa- 
tion. It was learned that Mr. Kling- 
beil had also induced Mr. Bertaud to 
convert $10,000 of government insurance 
| coincident with writing him in his own 
| company. Mr. Bertaud’s companion on 
the fatal trip, Lieutenant Hill, is under- 
stood to have carried no insurance ex- 
cept a small converted government pol- 
icy. 


for waiver of premium deposits during 
permanent total disability, income to 
the insured when disabled, and double 
indemnity for accidental death. The 
| popularity of these provisions is rapidly 
increasing, the growth in their sale 
being as much as five percent, even since 
the first half of 1926. 


Policies on Women Increasing 


Insurance on the lives of women also 
shows substantial appreciation of their 
improved economic position. While the 
policies on women are nearly always for 
smaller amounts than those on men and, 
therefore, their percentage of the total 
amount written is only 4.7 percent, 
women actually buy 12 percent of all 
Phenix Mutual policies, when their pur- 


parently, many buvers are determined | chases are considered on number of pol- 


to enjoy old age independence, for they 
have been willing to deposit an average 
premium about $6 higher in order to 
secure the earlier maturity as well as 
to avail themselves of special protective 
privileges, 
indemnity benefits. 

More than half of all policies written 
by the Phoenix Mutual carry provisions 


such as disability and double | 


icies issued. 


Leaders Given Luncheon 


The Mervin Lane agency of the 
Equitable Life of New York in New 
| York City gave a luncheon this week 


' 


in honor of those producers of the staff 
who paid for their quotas last month. 





FOUR MORE CONCERNS 
HAVE BEEN LICENSED 


IN OUT OF WET 


GETTING 


New Illinois Law Is Forcing the Mu- 
tual Benefit Unions to Take 
Some Action 


Four more mutual benefit associations 
have been licensed in Illinois under the 
new requirements which force these in- 
stitutions under the jurisdiction of the 
state insurance department, Jan. 1. The 
Jonesboro Mutual Relief of Anna, IIL, 
and the Standard Mutual of Shelbyville, 
Ill., have been issued permits to solicit 
applications to complete the incorpora- 
tion of new associations to take over 
the old business. The associations li- 
censed last week are as follows: 

Anna Mutual Relief, Anna, IIL, 
George T. Spire, president, R. E. Brown, 
secretary-treasurer. 

Equitable Mutual Union, Marion, IIL, 
Roy E, Dodd, president, Otis McGraw, 
secretary, Lola Graves, treasurer. 

International Mutual Union, Marion, 
Ill, Roy E. Rodd, president, Otis Mc- 
Graw, secretary-treasurer. 

Crown Mutual, Springfield, Ill, E. L. 
Hiser, president, George Knight, secre- 
tary-treasurer, 


UNION MUTUAL AGENTS MEET 


Company’s Leaders in Field Gather for | 


Three-Day Convention in Home 
Office City 


Unrestrained interchange of ideas on 
the various topics on the program pre- 
vailed at the three-day conference of 
agents of the Union Mutual Life held at 
the home office, Portland, Sept. 1-3. 
Twenty-five were in attendance. They 
won the privilege of being there by 
meritorious work during the preceding 
12 months. 


Many of the usual topics were dis- | 


cussed, all without set papers, but in a 
manner that brought forth information 
of value. Those present declared that a 
distinct uplift to the business of the 
company would be the result of the 
gathering. 

A banquet, attended by the ladies, was 
held one evening during the meeting, 
and on Saturday afternoon there was 
one of those unique Maine clam-bakes at 
Long Island, preceded by a two-hour 
sail on Casco Bay. 


Fidelity Mutual Opens New Home 


The tormal opening 





office of the Fidelity Mutual Life in 
Philadelphia took place last week. A 
meeting of agents of the company was 
held in honor of the occasion, and the 
building was opened to visitors who 
were conducted through the various de- 
partments The new home, at the cor- | 
ner of the Parkway and Fairmount ave- 
nue, is four stories in height and ex- 
tends along a frontage of nearly 600 
feet. It is of fireproof construction and 
designed for the maximum in comfort, 
convenience and duty. The main work- 
rooms in the buildings are 40x120 feet 
in size, without columns or other ob- 
tructions [The total floor area of the 
building is 101,530 square feet or 2.33 
icres 


E. H. McMahon Guest Speaker 


Edward M. McMahon, life insurance 
trust officer of the Equitable Trust of 
New York, who recently resigned as 
metropolitan general agent of the Na- 
tional Life of Vermont, was the speaker 
at th Monday morning meeting of the 
R. H. Keffer New York City general 

? 


agency of the Aetna Life 


appointed dis- 
Mutual 


A. E. Sehulein has been 





trict agent for the Provident 
Life In the Winnebag and Boone coun 
ties district of NDlinois 
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of the new home | 


ABOUT CALKINS’ STORY 
| 


| Agents Fear Effect in Their 
System if Big Advertis- 
ing Starts 


VIEWS FROM THE FIELD 


Many Think the Professional Publicity 
Expert Has Exaggerated Slant 
of Possible Results 





Insurance men have been interested 
in the public utterances of Ernest 
Elmo Calkins of New York City, one 
of the great advertising agency men of 
the country, who has been making ob- 
servations on insurance advertising. His 
latest observations appear in the Sep- 
tember issue of the “Atlantic Monthly.” 
While insurance officials are willing to 
give institutional advertising its just 
deserts, they are very much inclined to 


| believe that advertising agencies are at- 

tracted to the immense insurance as- 
| sets and are wondering how they can 
| bore into this great mountain of gold. 





Calkinw”’ Pet Comparison 


| Mr. Calkins’ pet comparison is the 
| vast amount paid for automobile adver- 
tising compared with insurance. In- 
surance men say that Mr. Calkins over- 
looks a very vital point. Automobiles 
, have a very gripping interest. People 
that can in any way raise the money 
want an automobile. They are very 
sure of it. It is just a question, then, 
| what kind of automobile wil! be bought. 
Automobile advertising is highly com- 
| petitive. It is not institutional. The 
individuality of the various cars 1s 
| brought out in the advertising. 
When it comes to insurance, people 
| do not know whether they want it or 
not. Very often when they buy it, they 
are still in doubt as to whether they 
There is never any quesfion 
In other words, 


need it. 
about the automobile. 
with almost all the advertised com- 
modities, there is a buyers’ market. 
Insurance men, on the otker hand, have 
to persuade people to buy. 

Wind Storms and Insurance 


Take all the wind storm disasters 
that there have been in various parts of 
the country and one would think with 
the local advertising done and the fear 


| injected into the hearts of mankind, 
lalmost everybody would carry wind- 
| storm insurance. Just let Chicago be 


| struck by a disastrous tornado and the 
insurance companies would not be so 
badly hit. Yet Chicago is right in the 
midst of the storm center. Regardless 
of all publicity, hundreds of thousands 
still take chances. Tornados receive a 
| lot of free publicity. Newspapers pub- 
lish pictures showing the results of 
storms. News columns are filled with 
stories. At the time of disaster every 
| effort is made by insurance agents to 
awake in the minds of the people the 
Efforts to 


i necessity for this coverage. 
mail 


awake interest in insurance by 
have not been successful 


E@ect on Agency System 


Agents are very much interested in 
the position taken by Mr. Calkins be- 
ause. while he claims that advertising 
will break down sales resistance to a 
large extent, he evidently is not in very 
much sympathy with the agency system, 
which he calls cumbersome. Here is a 
paragraph from the “Atlantic Monthly” 
article that is of interest: 

“Insurance companies are not main- 
tained for the benefit of their selling 

| staff. If there is a better way of sell- 
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BEN FRANKLIN 


was vehement against wastefulness on the part 
of individual or nation. Thrift and far-sighted- 
ness in saving for a definite end were constantly 
advocated by this man who was among the first 
to make a stand for active conservation of 
national resources. 


Conservation of business is a vital consideration to 


the underwriter who is thrifty enough to aspire to 


the comfort and independence of a steady renewal 


income. The fruit of today’s production should not 


be permitted to wither quickly away—they should be 


tended and watched conscientiously in order that, 


through the years, they may mean income and peace 


of mind to the original producer. 
Re-sales constitute the sixth step of the American 
Central Plan and are founded upon scientific cooper- 
ation between Home Office and Branch Office, Agent 
A feature of the Company’s system 


that, 


and Company. 


solicitation and collection is under 


Office 


man need devote only a small portion of his time to 


of renewal, 


the Branch method of organization, the field 


his business on the books. 


00 


keeping 


SPECIAL SERVICE is rendered not only where 
lapse is imminent, but also where reinstatement 
efforts are to be made. Trained Branch Office 
staffs are ever on the alert to preserve the busi- 
ness and to relieve the fieldman of time-taking 
details incident to conservation activities. 
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ing, the field men must adapt them- 
selves to new conditions. But the pri- 
mary benefit of advertising is to make 
the work of agents easier, to enable the 
same men to write more insurance, or 
fewer men to write the same volume, 
because a changed attitude toward in- 
surance will send the public to buy, 
just as it goes to buy other things it 
has been taught to want; things, be it 


said, not so useful or necessary or de- 
sirable.” 
Publicity and Insurance 
Mr. Calkins claims that “with such 
a body of publicity, insurance would 


loom up in the news like baseball, radio 
or aviation. Nearly every front page 
news story has its insurance slant—the 
Sherry-Netherlands fire, the Snyder 
murder, the trans-Atlantic flight. The 
insurance slant is not stressed in the 
news because the topic is of small in- 
terest to the public.” 
Says Expense Is Heavy 


Here is another paragraph from Mr. 
Calkins’ article when he comments on 
the agency system: 

“One needs no figures to realize how 
great the unnecessary expense must be. 
He need only recall the time spent by 


one agent in trying to reach and sell 
him. And if a prospect sells himself 
he still must pay the agent. He can-: 


not go to the company and buy insur- 
ance over the counter, and that is right 
as things are. If the system must be 
it should be supported. But how much 
easier the work of the agent if his 
customers wanted insurance; if he could 
sit in his office like a nose and throat 
specialist, while people crowded his re- 
ception room to be shown in one by 


one. Why do people stand in line to 
buy postage stamps or railroad tickets 
and let insurance agents stand in line 


to sell them insurance, which they need 
lar more urgently than they ever 
needed to mail a letter or take a jour- 


>” 


nev sr 


Letter from Publicity Man 


Mr. Calkins seems to think that if ad- 
vertising is properly used people would 
rush to insurance offices to buy and 
the natural result would be that agents 
could be dispensed with. This is the 
viewpoint in which agents are vitally 
interested. Recently THE Nationa UN- 
DERWRITER has received some letters on 
the subject of insurance advertising 
which are very interesting. The first 
is from the publicity director of one 
of the great life insurance companies. 
He says: 

I see Mr. Calkins is having a little 
argument with you in regard to your 
pointed editorial in friendly criticism of 
his address at the Hartford advertising 
conference. 

Mr. Calkins that life insurances 
could be so advertised that the agents 
would not have to leave their offices to 
write it. Ever since I have been study- 
ing the advertising problem from the 
life insurance end, I have been looking 
for a scheme of advertising that would 
do this. All kinds have been submitted 
to us by all grades of advertising agen- 


Says 


cles. But I have never seen anything 
that would take the place of footwork 
and calls by the solicitor 


Calkins is so convinced that 
will do what he says, he 
fortune for himself and 
his advertising agency 
advertising campaign 
which will bring the public to his door 
seeking life insurance. Then, asa broker, 
he could place the business to suit his 
clients and make a mint of money, ac- 
cording to his own arguments. 


If Mr. 
advertising 
might make a 
his associates in 
by financing an 


Money for the Experiment 
however, he is so busy mak- 
advertising game 


Probably, 
ing commissions in the 


that he does not want to risk any cap- 
ital in life insurance advertising, but 
would like to receive a substantial com- 


some life insurance com- 
him to experiment with 


mission from 
panies to enable 
the scheme 
That of course is 

in the matter, which 
The advertising men, like the life in- 
surance solicitors, live by commissions 
The advertising men are peeved because 
the life companies do not 
heed thelr Perhaps the golden 


why he is interested 
is perfectly proper 


insurance 
siren call 








| far more 
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automobile and other 
out, to a certain ex- 
being trained on the 
exploited in this 


from 
running 
eyes are 
not yet 


stream 
sources 18 
tent, and 
only business 
direction,—insurance. 

Well, I for one think it a great credit 
to the life insurance business as a whole 
that it has resisted the pressure, because 
there is an immense amount of “hokum” 


as well as “bunkum” in this advertising 
fame 
Desperate Drive Made 
| was glad to see your editorial on 
Calkins’ address, part of which has, by 
the way, been republished in the “At- 


Evidently the advertis- 


address to 


lantic Monthly.” 


ing men are using Calkins’ 

make one final, desperate drive for lifs 
insurance advertising. We receive it 
from numerous sources. It is a good 
time for the life insurance people to 


stand pat and keep control of their own 
affairs. I hope none of the executives 
and publicity men of the companies will 
be stampeded by this drive 

Have you read a recent publication 
called “Your Money's Worth” by Stewart 
Chase and J. F. Schlink published by the 
Macmillan Company of New York? It 
contains a lot of facts about the adver- 
tising game from the consumer's stand- 
point. I think it would interest insur- 
ance men, 


Letter from a Life Agent 


Another letter comes from L. M. E. 
Van Zandt, agent of the New York Life 
at Buffalo. Mr. Van Zandt says: 

I should think Calkins & Holden 
would appeal to anyone thinking of put- 
ting on an advertising campaign because 
if they can obtain fer paying customers 
the publicity they secure for themselves, 
especially for Ernest Elmo Calkins, they 
would doubtless give satisfying results. 

I noted Mr. Calkins’ soulful reproaches 
regarding life insurance and its failure 
to come across with appropriations I 
felt like speaking in meeting then but 
now that my dear old “Atlantic Monthly” 
that has dared to keep itself in its old 
familiar dress that has come to the 
second and third generation in the same 
style, has opened its space to Ernest 
Elmo Calkins, I, a life insurance agent 
who has had several years experi- 
ence in general advertising, would like 
to point out a few facts that are cer- 
tainly as true as any which Ernest has 
to offer. 


One a Need—the Other a Want 


also 


Calkins compares life insur- 
automobile business, I am 
inclined to believe that he has never 
life insurance. Life insurance is a 
and an automobile is a want At 
least the number of those who do not 
want an automobile is undoubtedly less 
than those who do not readily admit the 
need of more life insurance 

In a recent issue of The 
Underwriter he quoted several 
ties which are advertised. True, 
ties are advertised, but they are 
bought without advertising and 
they are advertised the inducement is 
generally advantages of quantity 
buying or Life insurance car 


When Mr 
ance with the 


sold 


need 


National 
necessi- 
necessi- 

also 
when 


price, 
quality. 


offer no cut prices, no rates for larger 
policies Every policy is a contract that 
is certain to be fulfilled to the letter It 
is true that some contracts are better 
than others for the insured but he pays 
for it, if he buys the better, and likely 
we agents will be needed for a genera- 
tion or two longer because we sell a 


Only by the 


service, not a commodity. 
individual 


interview does the 
home to the person 


personal 
need come 


Lyle A. Stephenson's Comment 


Lyle A. Stephenson of Kansas 
Mo., one of the greatest agency 
tisers, comes to the support of Mr. Cal 
kins. He says: 

Mr. Calkins 


adver- 


seen fit to tell the 
managers of the companies in 
comprehensive and eloquent 
been writing them for 


has 
Insurance 


terms what IL have 


yeurs 1 feel that, unless his advice is 
taken, the insurance business will never 
occupy the commanding position it Is 
entitled to in this country 

When last in Chicago, 1 had a con 
ference with a representative of the 
advertising department of the “Chicago 
News I have also been working with 
the manager of the advertising depart- 
ment of the “Kansas City Star.” If we 


having the big fire 


are successful in 

companies of this country make use of 
the daily newspapers of this country, 
and tell the story of insurance, it will 


be to the advantage of the companies 


City, 
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The National Underwriter and the insur- 
ance salesmen like myself. 

I think I am justified in the position I 
assume as I spend approximately $15,000 
a year advertising the insurance busi- 
ness. While I have been warned by 


company management that I am going | 


to go broke, and that I am throwing my 
money away, and that the idea is all 
wrong, at the same time I seem to be 
making money each year and have not 
zone broke. You can refer to such con- 
cerns as the Continental Casualty, Liver- 
pool & London & Globe, the Transconti- 
nental, or the Alliance as to the char- 
acter of business this office submits. 

I think that it is up to your organiza- 
tion, and this organization and every 
other organization having influence with 
the insurance companies to get behind 
the “Atlantic Monthly” and see what 
can be done to correct this most appal- 
ling indifference on the part of the 
management of the big insurance com- 
panies of this country 


Plan Should Be Encouraged 


I feel that the other companies should 
subsidize such companies as the Hart- 
ford Fire, Metropolitan Life and the In- 
surance Company of North America for 
while it does not particularly appeal to 
me, it does show a trend in the right 
direction. By saying that it does not 
particularly appeal to me, I mean that 
the advertisements should primarily ap- 
pear in the daily newspaper instead of 
in the monthly and weekly magazines, 
because I am selling insurance to the 
man who reads the daily paper. It is 
true some business men read these pub- 
lications, but all business men read daily 
newspapers. The money expended by 
the companies named, if put in a co- 
operative fund, would do far more to 
build a foundation for the insurance 


business, and the insurance business at 
the present time has no _ substantia! 
foundation, than any other one thing 
that could be done 


JOSEPH BACK OF NEW OFFICE 


Mercury Life Is Being Organized by 
Some of the Prominent Negroes 
of Chicago 

I. J. Joseph, who was formerly gen- 
eral manager of the Victory Life of Chi 
cago, the well known Negro company, 
is organizing the Mercury Life of Chi- 
cago, having established offices at 102 
East 35th street. The authorized capital 
is $100,000. Mr. Joseph was formerly 
connected with the Standard Life of At- 
lanta and has a good knowledge of life 


insurance. Chicago now has two Negro 
legal reserve companies, the Victory 
Life and Liberty Life. The Mercury 


Life intends to be established on the 
same basis. 

The incorporators aside from Mr 
loseph are B. U. Taylor, Rev. A. J 
Carey, S. W. Chavis, W. B. Chavis, 
Frank A. Byron, Dr. S. W. Smith, Dr. 
1. M. Brown, A. B. Knight, Jr.. C. F 
Stradford and Louis C. Washington 


Trust Company Revises Attitude 





Louis J. Fohr, Chicago general agent 
of the Connecticut Mutual Life, recently 
closed a corporation insurance case on 
three persons for coverage of $300,- 
000 that brought the trust company in 
volved around to a new attitude toward 
such deals. When the trust company 
was approached, all the officers inter- 
ested in the case said the plan outlined 


by Mr. Fohr would kill the sale. Mr 
Fohr was not satisfied with this, and 
put the matter into the hands of the 
trust company’s counsel Counsel re 


affirming the life com 
and the 


turned a report 
pany’s proposal on all points, 
company capitulated 
Under the plan the trust company 
holds the policies. In the event of the 
death of one of the three business men 
covered, the trust company will pur- 
chase the stock holdings of the de 
and put them into the account 
of his heirs, and will take charge of all 
ther details of handling the estate 


trust 


( eased 


The Atlas Life of Tulsa, Okla 


business in 


been licensed to transact 

California The California arencyv of the 
‘mpany has been placed with the Na 
onal Underwriters Corporatior Los 


\ngeles 


LIFE 


| LIFE PAYMENT PUT NEW 


FACE ON THE SITUATION 
CHANGED COMMUNITY’S VIEW 


Publication Showing Death Claims Paid 
Demonstrated Work of Extended 
Insurance Values 


Agents working in the country have 
difficulties that grow out of the fact that 
most transactions are talked over and 
become public property. If one man, 
and especially if several men are dis- 
satisfied with life insurance the agent 


has hard sledding. W. A. Nicholas 
found this true when he took a general 
agency for the Minnesota Mutual at 
Gillette, Wyo., in the latter part of 1926 
He found that the rangers considered 
themselves stung on life insurance. In 
prosperous times when cattle were high 
and conditions good the rangers were 
rolling in wealth. Many of them bought 
policies up as high as $50,000. Then 
came the year of the bad winter and 
also the deflation of agriculture and 
practically every policy lapsed. It was 
useless to show the rangers that under 
their contracts they had extended insur- 
ance. All they considered was that they 
had paid one or two or three large pre- 
miums and had then been compelled to 
drop their policies and got nothing for 
the money so paid. 
Showed £10,000 Death Benefit 


Phen 
tributions 


Insurance Dis 
Insurance 


came the Life 
Number of the 


Press-NATIONAL UNDERWRITER in Febru- 
ary of this year. This number showed 
the lite imsurance payments on death 


claims for 1925. Fortunately it showed 
one in Wyoming tor $10,000 where the 
policy had been running on the extended 
Insurance rhis changed the whole sit 
uation. It showed the rangers that the 
extended imsurance feature had _ real 
value and brought money back into the 
country. 

Mr. Nicholas, who is a 
and new to the territory, also picked up 
another useful hint from an old-time 
agent. He pointed out to the disco 
tented rangers that if they had not in- 
vested in life insurance as they did they 
would have put their money into cattk 
r sheep. It all would have been lost 
in the bad winter and the deflation any 
ow, so that it would have been lost on 
the range with the rest of their money 

Although he is a young man, Mr 
Nicholas on taking charge of his terri- 
tory set his personal mark at $25,000 a 
month. He has never failed on that and 
ften makes the $50,000 a month mark 
this he has trained several 
During the recent agency con- 
Minnesota Mutual Life, 
a Alexandria, Minn., one of Mr 
Nicholas’ agents sent in eight applica- 
tions for $13,000 in one day. When 
the news was read from the rostrum it 
was Mr. Nicholas’ first intimation of the 
activity of his agent during his absenc 

Wyoming is just getting back on a 
prosperous basis. Ranches are being 
broken up and diversified farming is 
tnaking some progress. There are about 
> life companies in the state. \l- 
ough an agent may have to drive 100 
miles to see 10 prospects, he may go a 
vear without active competition on a 


specinic case 


Besides 
ayvents 
vention of the 


Agents Pledge Increase 


\gents of the Mutual Trust Life 
turning from the recent convention 
Yellowstone Park pledged themselves to 
do as much business during the 
four months of this vear as was done 
luring the first eight months. No ot 
ficers of the company were on the train 
with the agents, so the pledge was not 
inspired by contact 

During most of 


} 
last 


August, 137 of the 


company’s best producers were out of 
| the field from two to four weeks, vet 
the company did as much business as 


done last August, when there was 


no convention 


Was 
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Youll find real satisfaction in the 
life-long beauty of desks like these 











utr NorthorsternajMatual Life Insurance Co., « 
with GF Allsteel 


Yet, with all their 


Offices of Hobart §$ Oates, \Cricae 


m pletely 


advantages, wonderfully 


low in price 


N the most beautiful settings GF Allsteel 

Desks are in perfect harmony. They are 
steel__with the lifelong durability that only 
steel can have—with the fire-resisting, mar- 
proof quality that wood just can’t possess. 
But, in addition, they have the rich beauty 
of natural grain—the clean, graceful lines 
that mark the best in artistic design. Hand- 
some Velvoleum tops are banded with 
bronze—and are warm to the touch, stain- 
proof, washable. Feet, too, are bronze. 
Baked-on enamel finish can't chip or dis- 
color—-Steel drawers never stick -—— never 
warp. 
And, GF Allsteel desks—mahogony, walnut, 
or green finish—cost no more than ordi- 
nary old-fashioned wooden desks. Mail 
the coupon for catalog. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio—Canadian Plant, Toronto, Ont. 
Branches and Dealers in all Principal Cities 


Cases + Desks + Tables Shelving + Transfer 


The GF Allsteel Line: Safes - Filing Cabinets - Teeosier 
Cases + Storage Cabinets - Document Files « Supplies. 








THE COMPLETE LINE OF OFFICE EQUIPME 














— Attach this coupon to your firm letterhead — 
THE GENERAL FIREPROOFING CO. Youngstown, Ohio 

Please send me a copy of the GF Allsteel Desk catalog. 
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Address 
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Common experience begets mutual understanding 
which in turn begets confidence; and confidence 
begets strength. 
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@ Tare is probably no life insurance company be- 
tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 
ence. 
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Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy? 
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New Home Offce Building now beg erected 
we the site of the femove old 
Madwon Square Garden 
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large attendance and a notable program 
of discussions and addresses on topics 
relating to claims both under accident 
and health policies and under the double 
indemnity and total disability clauses 
of life policies, with perhaps greater 
emphasis given to the latter feature. The 
problems of the two classes of com- 
panies have become more closely akin 
since, as was pointed out by two of 
the speakers at the opening session, the 
life companies that are issuing the dis- 
ability clause with the 90-day provision 
are really writing non-cancellable ac- 
cident and health insurance with a 90- 
day waiting period. 

There was an attendance of nearly 
150 at the opening sessions Monday, at 
which the welcome address was given 
by the mayor of Toronto, a departure 
from the procedure at past meetings in 


some American cities, when, as was 
pointed out by C. O. Pauley of the 
| Great Northern Life in his response, | 


that duty has usually been passed on 
down to the fourth assistant 
tion counsel, or some such functionary. 
Greetings from the Canadian companies 
were extended by T. G. McConkey, 
president of the Canadian Life Officers 
Association, taking the place on the pro- 
gram assigned to Herbert C. Cox, pres- 
ident of the Canada Life, who was un- 
able to be in attendance. 


Bean Discusses Problems 


H. S. Bean of the Eastern Casualty, 
president of the association, in his an- 
nual address referred to several con- 
ditions in the business which would re- 
quire attention sooner or later, including 
the increasing tendeney toward maling- 
ering in accident cases where workmen’s 
compensation is also a factor; the in- 
crease in the number of trivial claims, | 
not cured by any means by the use 
of the waiting period, since if a com- 
pany writes full coverage, with an added 
commission, it is hard to get anywhere | 
with the agent on the waiting period 


idea; the lack of cooperation on the 
part of doctors, particularly in rural 
communities, which was _ assigned 


largely to lack of knowledge on their 
part as to what the contract covers, and 








the extension of the companies’ liability 
by court decisions. 
A. W. Pettit of the Federal Life, sec- 


corpora- | 


up 
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| annual report also took up briefly some 
| Of the general problems of the claim 
|man, stating that the first essential is 
| that the insured be adjusted and that 
| the adjuster sell himself, suggesting also 
| the desirability of uniform claim blanks 
and of greater interchange of informa- 
tion. His report showed a present mem- 
| bership of 141 companies. 
Close Coordination Needed 


| W. T. Grant of the Business Men's 
| Assurance, president of the Health & 
| Accident Underwriters Conference, 
| which meets here the last half of this 
week, in extending greetings from that 
| organization emphasized the desirability 
|of close coordination between agency, 
| underwriting and claim departments and 
|the necessity for securing and retain- 
ling the good will of the public. He 
| spoke of the entry of the life companies 
|into the disability field as bringing a 
new element into the claim end of the 
business, as the life companies were ac- 
customed to pay all claims at once and 
to a certain extent carried that attitude 
over into the disability field. He said 
| he would rather see a few claims paid 
lthat should not be paid, and in that 
way retain the good will of the public. 

The only one of the formal addresses 
on the program which was given Mon- 
day was that by Robert K. Metcalf, 
manager of the claim department of the 
Connecticut General Life, on “Some 
Claim Aspects of Permanent Total Dis- 
ability.” He summed up the essential 
requirements in dealing with such cases, 
from his point of view, as including 
thoroughness in securing information, 
emphasis on specialized medical service 
in certain classes of cases, maintaining 
close contact with the claimant through- 
out the period of disability, reasonable 
interpretation of the contract and direct 
negotiations with the claimant. 

Germ Diseases and Accidents 


Chester N. Farr, Jr., a Philadelphia 
attorney specializing in insurance law, 
| presented an interesting discussion of 
the tendency of the courts to break 
down the distinction between germ dis- 
eases and accidents. He cited cases such 
as that of Christ vs. Pacific Mutual Life, 
312 Illinois, 525, 144, N. E. Rep. 161, 
35 A. L. R. 730, in which the court held 
| that because the man contracted typhoid 
fever from drinking contaminated water 
which had accidentally entered the pipes 
which ordinarily carried pure water, the 
injury was accidental. Other cases have 
| followed a similar line of reasoning, and 
linasmuch as it can be argued with 
| sound logic that any germ disease is in- 





curred accidentally, it is pussible that 
all such diseases will be considered ac- 
cidents. 

The convention was regarded as one 
of the most successful ever held from 


the standpoints of both attendance and 
interest. High tribute was paid by the 
association to H. S. Bean of the Eastern 
Casualty and the other officers for their 
work the past year. 

Prizes for the golf tournament were 
awarded at the banquet. J. W. Hughes 
of the Guarantee Fund Life had low 
| gross of 79. Dr. E. W. Jackson, Great 
| Northern Life, was second. R. Sumner, 
| London Life, had low net with L. N. 
| Webb, Provident Life & Accident, sec 
|ond. H. M. Cook, Mutual Life of Can- 


} ada, had high gross. 


General Agents Club Elects 


Delegates to the general agents club 
|convention of the Provident Mutual 
Life of Philadelphia, held a two-day ses- 
sion in the Broadmoor hotel, Colorado 


Springs, Colo., last week. Walter B. 
| Fowlkes of Birmingham, Ala., was in- 
stalled as president for the ensuing 


vear. Harvey E. Weeks of Buffalo, N. 
Y., was placed in the vice-president’s 
chair and Alex Hammer of Boston was 
named secretary-treasurer. S. V. Cof- 
fin of Albany, N. Y., was elected club 
auditor. <A golf tournament for the 
agents on the Broadmoor links made 

the entertainment of the 
convention. 
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‘Taking Out The or _ 


An Important Part of The Game 


HEER for the halfback who tears off a 50 yard run? 
Cheer for the star end who snares a long pass out of 
the air? Certainly! But reserve your loudest and heartiest 
enthusiasm for the time when the cheer leaders bellow— 


“Let’s have a long cheer for the TEAM”. 


For it’s the team-work that counts — not the unaided bril- 
liance of individuals. It’s the men who clear out the tacklers 
in front of the ball-carrier—the men who check the opposing 
line—who are just as much responsible for the touchdown. 


Team-work! Cooperation with a common goal the object. We 
believe in it—strongly! We practice it— always! 


Let’s say you’re carrying the ball for us. Ahead of you goes 
our advertising —clearing out opposing sales resistances. In 
front of you charges a powerful line of cooperative selling 


ideas— helping you on towards sales. 


And when you make the touchdown? Well, we're just as 
much pleased as you are—for we’re part of the team, you 


know, and your score is our score, too. 


Probably it is the team-work and cooperation given by 
Security Mutual, which has resulted in so many of our field 
men making excellent sales records this year. 


Security Mutual Life can make an unusually attractive offer to the man 
who is considering Life Insurance as a vocation. ( Choice territories are 
still available to life underwriters of proven ability. ( We will gladly 
discuss these matters with you in person—or you can write for a copy of 


? our new book, “A Frank Talk on Your Future”’. 
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“The Best We’ve 
Ever Had”’ 


This was the unanimous opinion of 
all the delegates who attended the 
Convention of the Pan-American 
Life Insurance Company held at 
French Lick Springs on September 
8th and 9th. 


Holding Conventions is only one 
phase of the educational work which 
the Pan-American carries on for the 
welfare of its representatives. 


Pan-American Service includes— 


Educational Course 

Individual Sales Planning 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and 
Health Policy 

Substandard Insurance for Under- 
average Lives 

Group Insurance 


All Forms of Accident and Health 


Insurance 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 
E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U.S. A. 


Crawford H. Ellis, President 





























TRUST, LIFE FIELDS” 
NOT TO BE JOINED 


Officer of Equitable Trust of New 
York Makes Statement on 
Company’s Policy 


SUBJECT VERY INVOLVED 


Compensation Will Not Be Given Life 
Underwriters for Obtaining Trustors 
for Organization 


NEW YORK, Sept. 
tion frequently asked in regard to the 
growing cooperative movement between 


15.—One ques- 


trust companies and life insurance or- 
ganizations, namely, whether trust com- 
panies should or should not pay finan- 
cial rewards to underwriters securing 
life insurance trusts, has been answered 
in the negative so far as the Equitable 
Trust of New York is concerned, ac- 
cording to an announcement made here 
today by Vice-President Joseph N. Bab- 
cock of the company, which recently es- 
tablished a special life insurance trust 
department in charge of Edward M. Mc- 
Mahon, formerly general agent here oi 
the National Life of Vermont. 

“It is not the policy of the Equitable 
Trust Company,” declared Mr. Bab- 
cock, “to give financial rewards to un- 
derwriters who are wholly or partly re- 
sponsible for getting a prospective 
trustor to place a trust with us.” “In our 
opinion,” he said, “before any trust com- 
pany should give any financial reward 
to underwriters, the tollowing consider- 
ations should receive careful attention: 


Where Service Lies 


“First, the most important thing a 
trust company can do for the institution 
of life insurance and its field representa- 
tives is to render such service to the 
agent as shall promote the best inter- 
ests of his client along the lines of get- 
ting him to purchase a proper amount of 
life insurance, put his premium pay- 
ments on a good business basis, thereby 
reducing lapse ratio, and so arrange for 
the distribution of the proceeds of his 
insurance as to guarantee the fulfilment 
of objectives which the client had in 
mind when he purchased the insurance. 

“Second, before trust companies pay 
agents for securing trusts they had bet- 
ter first determine what the acquisition 
of insurance trusts is going to cost them. 
To date there is little authentic informa- 
tion even about the real cost of admin- 
istration after the business is obtained. 
3oth these questions must receive care- 
ful study before consideration can be 
given the question of paying the under- 
writer a commission mm addition to the 
cost of general cooperation and specific 
assistance extended the underwriter and 
prospective trustor in the form of effi- 
cient service. 

Should Stay in Own Field 


“Third, in their desire to cooperate 
with the institution of life insurance, its 
general agents and brokers, trust com- 
panies should remain in their own field. 
It is for life insurance companies, their 
general agents and agency managers to 
recruit efficient agents, teach them the 
science of life underwriting and the ef- 
fective methods of interpreting it to the 
public. Since this responsibility rests 
with the insurance companies, it would 
bring about misunderstandings, if not 
actual friction, between trust companies 
and insurance companies if the former 
interfered in the proper development of 
agency organization or in reeality made 
part-time agents our of full time under- 
writers. 


“In other underwriters 


words, life 
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PEOPLES LIFE AGENTS 
MEET IN CONVENTION 


IN SPECIAL TRAIN 
Business Sessions at Evergreen, Colo., 
Are Brief—Most Time Given 

to Recreation 


TRAVEL 


Agents of the Peoples Life of Frank- 
fort, Ind., left the home office city by 
special car for the annual agency meet- 
ing, held this year at Evergreen, Colo. 
At Chicago the car was attached to 
an all-Pullman special which carried 
the entire party west. 

The business sessions of the conven- 
tion were brief, in order that the agents 
could give much of their time to sight- 
seeing trips and other recreational ac- 
tivities. The party toured the country 
about Denver, including trips up Look- 
out Mountain and Pike’s Peak. 

Home office officials who accompanied 
the agents were Joseph Phipps, secre- 
tery, and Arthur Louette, superintend- 
ent of agents. 


UNIVERSITY SCHOLARSHIP UP 


Chicago Life Underwriters Association 
Has Been Awarded the Prize 
by National Body 


lhe Chicago Life Underwriters As- 
sociation has just been informed by the 
national body that it won the university 
scholarship to be awarded to Class A 
associations for increased membership. 
This was the highest prize offered. 
While most of the large associations 
showed a decrease in membership last 
year, the Chicago organization made a 
net gain of about 20 percent. 

In selecting the member, the rules oi 
the national association require that the 
qualifications that shall be taken into 
consideration by the Chicago committee 
are (a) availability; (b) service to asso- 
ciation; (c) successful record in selling; 
(d) one to who mscholarship would be 
most beneficial; (e) character and stand 
ing. 

During the past two years a reorgani- 
zation of the Chicago Association of 
Life Underwriters has been going on, 
under the direction of Clinton F. Cris- 
well, formerly executive secretary of 
the Cleveland association. The mem- 
bership has been increased more than 
100 percent, the association has been 
incorporated and hooked up with a new 
state association, and its activities to 
members and the public greatly ex- 
tended. 

S. T. Whatley, general agent of the 
Aetna Life, who was recently elected 
president, has stated that it will be his 
effort to see the organization become 
one of the largest of its kind in the 
country, and in order to accomplish this 
some unusual features are being planned 
to increase the value of the association 
to its members. 

Good co-operation is now being re 
ceived from the general agents and 
maangers, nearly 140 of whom are mem 
bers, and they are encouraging their 
agents to join. A drive is — made 
under the leadership of Wm. M. Houze. 
general agent of the John Badbeng to 
give as many agencies as possible 100 
percent membership, and a good re 
sponse has already been shown, includ 
ing some of the largest offices in the 
ity. 


should not attempt to serve two mas 
ters. In reality they would be trying to 
do this if they received financial reward 
from the trust company. So far as the 
Equitable Trust is concerned, the un 
derwriter will at no time be representing 
the Equitable Trust Company as such, 
and the company, of course, has no in 
tention for the future of entering the 
field of either furnishing or selling lite 
insurance as such.” 











nw 
nN 


I| 





YUM 


September 16, 1927 


AGENT SETS HIS OWN 
LIMIT ON PROSPECTS 





ABILITY IS DECIDING FACTOR 


Educational .Director of Connecticut 
General Life Tells Pittsburgh 
Agents Value of Work 


The John T. Shirley agency, Pitts- 
burgh representatives of the Connecticut 
General Life, conducted a five-day edu- 
cational conference recently, at which 
meetings led by ci. a Hendershot, edu- 
cational director of the company, were 
held every day. 

rhe topic chosen for the first session 
was “Prospecting.” Mr. Hendershot 


stressed the importance of picking out 
real prospects, and said: “The life in- 
surance salesman’s list of prospects is 


limited only by his ability to analyze 
the extent to which his services can be 
profitably used by the people of his 
community. His list of policyholders is 
limited only by his ability to picture for 
his prospects the great benefits life in- 
surance will contribute in meeting their 
needs—accomplishing for them the 
things they desire in respect to family, 
personal, business and social obligations 


“Prospecting is such an important 


phase of the salesman’s work that he 
should make it one of his major activi- 
ties. The successful agent is the one 


who has developed prospect sense to a 
high degree and follows through in the 
presentation of his services in terms of 
pertormance—what life insurance will do 
for the individual.” 

“Analyzing Life Situations for Life 
Insurance,” “Building the Sales Plan,” 
“Accident Insurance” and “Answering 
Common Objections” were among the 
other topics discussed. “She raising of 
an objection on the part of the pros- 
pect,” said Mr. Hendershot, “should not 
be viewed by the salesman as an indica 
tion that the sale will not be consum 
mated. However, when an objection is 
encountered, it is best to stop, look and 


listen before attempting to meet it. The 
prospect may be simply interposing a 
barrier to get rid of the salesman It 


may also be that the prospect is not 
aware of his needs and the specitic aid 
life insurance can render to him It is 
necessary to analyze the reason behind 
the objection before it can be disposed 


What are the conditions under ‘ 


which it was made? What was the man- 
ner of its making? What was the pur 
pose in the prospect’s mind in making 

Che answers will indicate the pro- 


cedure to follow.” 














dicative of the 
force. The figures 


have openings for managers in several territo- Write in full confidence, stating your age, 
ries. This may be your opportunity, especially history and qualifications for the position. 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Established 1860 Under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 








: LIFE INSURANCE EDITION 1] 
SAN FRANCISCO 
SACRAMENTO 
FRESNO 
are open for General Agencies. 
SOUTHERN CALIFORNIA 
is now covered by the MATT T. 
MANCHA CO., LOS ANGELES, 
with KARL G. REGNOLDS in 
charge of the Life Department. 
T | T 
THE MIDLAND MUTUAL 
“ a2 T “ Y 
LIFE INSURANCE CO. 
COLUMBUS, OHIO 
‘Its Performances Exceed Its Promises” 
A Record of Progress 
HE growth in recent years of The Guardian Life Insurance Company of America is in- 
efficiency of the modern sales methods placed at the disposal of its field 
tabulated below record the Company’s advance in the past five years. 
1922 1926 
New Business Paid For . . . . . $ 35,431,368 $ 71,812,005 
Business in Force on December 31st . 206,310,800 333,042,886 | 
In making plans for further development of if your training and experience has been such 
our field force consistent with our growth, we as to equip you for managerial responsibility. | 
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Darby A. Day and Co-operation 


AN OPPORTUNITY TO SHARE IN THE BUILDING 
AND IN THE PROFITS OF THE WORLD’S 
GREATEST LIFE INSURANCE AGENCY 


OUR PLAN 


Management of the Agency to be in the hands of a Board of 
Directors consisting of eight agents and the executive manage- 
ment of the Agency. 

A general manager, assistant managers, statistician, librarian 
and several instructors of agents. 

A cooperative basis of profit-sharring in which the Agency 
Force will participate in 40% of the profits of the Agency. 
The first opportunity ever offered for an Agency Force to share 
in General Agency profits. 


OUR PLANT 


Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 


17,000 square feet. 
40 private rooms for agents. 
A reception hall. 


A library in which every insurance publication in the 
United States will be available, including statis- 
tical tables and reference books. 


A clerical department with space for 75 clerks. 











Retiring rooms. 
Private rooms for five assistant managers. 


A brokerage department consisting of a manager’s 
office and telephone battery. 


A medical department of three examiners’ rooms and 
laboratory. 

An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms. 


In short, the largest and most ambitious plans ever promulgated 
for the building and development of men in the Life Insurance 
Business. 


We are looking for high-class, capable men who can fit into 
this kind of an organization. 


If you are looking for the biggest opportunity ever offered in 
the life insurance field, come in and see us or communicate with: 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 














SAM R. WEEMS, $1,000,000 PRODUCER, IS 


CHECKED IN WITH 81 CALLS IN 31 DAYS 








AM R. WEEMS of Dallas, Texas, 
state agent for the Minnesota Mu- 
tual, led the company last year with a 
personal production of $1,007,000, be- 
sides keeping his general agency well up 
near the top. Weems happens to be a 
man with an instantaneous response to 
any contact. His methods seem so easy 
and his results so evident, the agents 
attending the Minnesota Mutual conven- 
tion at Alexandria recently gave up most 
of a recreation period to hold a special 
Sam Weems’ meeting. ’ 
Weems is so quick and responsive 
that one is apt to think he gets his 
business by personal magnetism. That 
is not the case. Vice-President O. J. 
Lacy, manager of agents, told of spend- 
ing three days in Dallas with Weems 
recently and keeping tab on their activi- 
ties. At the end of the three days he 
counted up and found they had made 
81 calls, or an average of 27 a day. 


Works at Full Voltage 


When Weenss tells about his methods 
it is found that they are just ordinary 
methods but worked at full voltage every 
minute of the day. He is accused of 
working six mornings a week and play- 
ing golf one morning and seven after- 
noons a week, but if he doesn’t do much 
work he gets a lot of work done. 

In the Dallas agency every policy- 
holder gets a letter every month. These 
letters are followed up, not every month 
perhaps, but often enough to get a big 
volume of business on old policyhold- 
ers. A government postal card is al- 
ways enclosed for a reply, but replies 
are immaterial. When Mr. Weems calls 
on an old policyholder he asks, “Did you 
get my letter?” The reply is apt to 
be evasive. The next question is, “Have 
you read it?” The reply is very likely 
“No.” “Well, never mind,” says Mr. 


Weems, “I have another one here and | 
| I have come down to take you by the 


neck and make you read it.” 
Too Many Prospects 

3esides old policyholders the Weems 
agency uses the note book method of 
getting prospects. They have had to 
discontinue it lately because they had 
more prospects than they could get 
around to. 


Payroll deduction is a big standby of | 


the Dallas general agency and Mr. 
Weems was asked how he was able to 
make the arrangement with such high 
class firms as he has lined up. He said 
that probably the head of the concern 
is a policyholder of his and he says to 
thé man in authority, “Here are 100 
or 200 men whom you take in at 8 
o'clock or 8:30 and practically keep in- 
communicado until 5 or 5:30. They 


have no opportunity to talk to life in- | 


surance men. You would not let the 
life insurance men of Dallas swarm in 
here and talk to your employes. You 
are able to take time to plan your fu- 
ture and work it out with a life insur- 
ance man. How would you like to go 
home this evening, have dinner and get 
comfortably settled before the fire and 
have the telephone ring and someone tell 
you that John Jones, one of your em- 
ployes, had just passed away and left 
a wife and three children with no in- 
surance?” 
Talks Straight Goods 


The prospect is apt to reply that he 
pays the going wages and is not re- 
sponsible. The retort is that he is re- 
sponsible, that he is keeping his em- 
ployes from providing for their future 
in the modern way. 

In all his talk and illustration Weems 
demonstrates that he is not afraid to 
talk straight goods to his customers. 
He has an easy manner and quick wit 
but most. of his persiflage. is pointed 
and has weight behind it. 

He believes in doing favors for peo- 
ple. One winter day he saw a Cadillac 
car on the street with a flat tire. 


He | 


took the license number, called up the 
automobile club, found out who owned 
the car and telephoned him. He said 
“This is Sam Weems. I noticed there 
Was a flat tire on your car and this is 
such a bad day that I thought you might 
like to have it fixed up before it was 
time to go home.” 


Bread Comes Back Wholesale 


He did not hear or see the owner of 
the car for a long time. The owner of 
the car was the head of a large concern. 
When they were talking about taking 
out some insurance he asked an asso- 
ciate who wrote that kind. The asso- 
ciate mentioned a number of names and 
included Sam Weems. “Telephone 
Weems to come over,” said the man who 
had been done the favor. The call re- 
sulted eventually in over $1,000,000 of 
life insurance on several lives. 





SMALL AMOUNTS A PROBLEM 





Agency Man Says That Companies Do 
Not Make Enough Effort to 
Locate Recipient 


Paying equities due former policy- 
holders is an old problem for the com- 
panies. The large amounts are given 
considerable attention. The companies 
advertise and investigate through the 
agent that wrote the business and the 
references given when the policy was 
written. But these means do not clear 
up the books. The cashier of a general 
agency of one of the largest companies 
said that the companies themselves were 
to blame to a great extent because they 
have no systematic method of paying 
unclaimed equities. He said that they 
usually wait until years afterward be- 
tore they investigate. 

Bookkeeping Expense Great 





On the smaller equities due the prob- 
| lem is felt more because the bookkeep- 
| ing evolved is annoying and expensive. 
The vice-president of one company told 
| Of the system that his company em- 
ployed. Formerly after the lapse and 
reinstatement notices were sent out the 
company sent a check to close the ac- 
count. But this did not solve the difti- 
culty. Many of the checks were not 
cashed and every month the bookeeper 
had to go through the list to see if 
the wayward checks had been cashed. 
The reasons for the failure to cash the 
checks were because the amounts were 
so small, many times being less than a 
| dollar. The letters containing the check 
were often thrown in the waste paper 
basket unopened because they were 
thought to be another notice. ~ 
Extended Term Insurance 





Now the company in question never 
sends out checks less than a dollar. 
It waits until the interest on the orig- 
inal amount brings the total amount to 
that figure before a check is sent. Of 
course, this method eliminated a great 
deal of work but not all of it by any 
means. 

One of the larger companies solves 
the question of equities due through 
lapses by having automatic extended 
term insurance. The notice is sent out 
only to policyholders that have _ bor- 
rowed on their policies and not to ordi- 
nary lapses. Many times the policy- 
holder or his dependents are never 
aware of the paid up term insurance, 
although it is provided in the contract. 
One executive suggests a central clear- 
ing house for such cases, through which 
those with equities due them might be 
more easily located and the forced in- 
| debtedness on the companies’ part re- 
moved. 





| 
| 
| 
| 





-_ 
to 
a 


Do 





YiiM 


September 16, 1927 








LAPSE LAW IN KANSAS 
IS FOUND TROUBLESOME 


PRACTICE FOUND DEFECTIVE 
New Law Is Clear but Thousands of 
Doubtful Cases Constitute 
Puzzle 





Life insurance companies are some- 
what uncertain as to the best practice 
under the notice of lapse law recently 
passed in Kansas. The companies are 
prevented from lapsing policies until af- 
ter notice to the assured of their inten- 
tion so to do. The notice of lapse 
law was in force for many years. How- 
ever, an unexpected construction of the 
law by the supreme court made prac- 
tically all notices of lapse that had been 
given during the course of years invalid. 
The new law puts things beyond doubt 
but there is a puzzle as to the best 
procedure on the old lapses. 

In thousands of cases notice of lapse 
was duly given according to law as it 
was then understood. The notice un- 
doubtedly duly reached the assured in 
most cases. There has been no injus- 
tice in lapsing the policies and running 
them off on the automatic extended pro- 
vision, or the paid up provision, which- 
ever had been chosen by the assured. 

Effectiveness of Notices Gone 


The trouble is that the legal effective- 
ness of the notices has been destroyed 
by the supreme court decision. For 
self protection the companies are in- 
clined to get out legal notices of in- 
tent to lapse under the new law, even 
on policies that actually were lapsed sev- 
eral years ago. The danger is that 
these new notices will uncover cases 
where the assured died between the ex- 
piration of the extended insurance per- 
iod and the receipt of the notice. A 
notice received now will undoubtedly be 
taken to a lawyer with the result that 
claim will be made for the face of the 
policy. This is true also where the 
policyholder died while his policy was 
running on the automatic paid up insur- 
ance. The company would be perfectly 
willing to pay the amount of insurance 
paid up, but hesitates to stir up an un- 
just claim for the full face of the pol- 
icy. 

It is said that one lawyer in Kansas 
City is systematically analyzing the 
death records of the past several years. 
He finds the family of the deceased and 
inquires if any insurance was Carried. 
He either gets the policy or finds out 
in what company it was carried. Some- 
times the family do not know the name 
of the company but know that it was 
from a certain city such as Hartford, 
or Chicago, or Des Moines, or St. Louis, 
or some other town with several com- 
panies. The lawyer then writes a let- 
ter to the company, if known, or to ev- 
ery company in the city named, if un- 
known, demanding a copy of the notice 
of lapse. Naturally if the company is 
incautious enough to furnish a copy 
of the notice of lapse the lawyer is in 
possession of sufficient detail to bring 
a suit on the policy, knowing that the 
notice of lapse was technically imper- 
tect. 


National Life in Wisconsin 


The National Life of Vermont has re- 
entered Wisconsin. It withdrew many 
vears ago when the drastic laws were 
passed in that state. Frank E. Pettric 
has been appointed manager of the state 
in Milwaukee. He was formerly a mil- 
lion dollar producer for the Travelers. 


National L. & A. Promotions 


The National Life & Accident of Nash- 
ville, Tenn., has announced the promo- 
tion of the following assistant superin- 
tendents to superintendents in their 
district: T. L. Thompson of Savannah, 
W. C. Heal of Evansville, G. N. Osment 
of Jonesboro 
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ROYAL UNION LIFE | 
INSURANCE COMPANY 


DES MOINES, IOWA 














Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 


Looking Ahead! 


Approximately one-third of the 
possible prospects in every com- 
munity are children. 


Royal Union salesmen may write 
children from age one day and 
up. The contracts automatically 
go into full benefit at age five. 





Our agents are backing up the 
popularity of these wonder con- 
tracts by steadily mounting sales 
—that’s the surest proof of the 
possibilities in this vast prospect 
field. 
























File can equal it for Filing Efficiency. 
30 DAYS FREE TRIAL 5 YEAR GUARANTY 
Submit your filing problems and get our 
cotologs. Expert foctory service and 
foctory prices to consumers direct. 


The AUTOMATIC FILE & INDEX CO. 


Foctory ond Home Office,Green Bay. Wis 





UIOMATIC STEEL 


wwe Qyrms | 
We file the 


Automatic Woy. 


These files expond 
for greoter conver 
tence, efficiency 
ondextra copacity 






Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 

















Old Line Legal Reserve Company 


Operates in Indiana and Ohio 


— 


Wanted: A few General Agents 
in each State. 


Cc 


Service to Policyholders Unsurpassed 
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In Ohio 


Some choice territory is still open for 
live, wide-awake men of ability. 


Real Old-Time, Life-Time General 
Agency Contract, with liberal first 
year commissions, and Non-For- 
feitable Renewals available. 


We stand squarely back of our agents at 
all times. It is our attitude that 
whatever is best for the producing 
agent is also best for the company. 


Our policies are fair and liberal, the net 
cost on a low, competitive basis. All 
Standard Policies are written, with 
cr without Total and Permanent 
Disability, Premium Waiver and 
Double Indemnity. 


Thirty-two years’ experience with 

Monthly Premiums has taught us 

that installment buying is here to 

stay. Our_$1.00 a Month Policy 

gets the business where other plans 
fail. Why not investigate? 


Serve and Succeed With the 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


For informatien regarding territory in Ohio and com- 
missions, cal! on or write to MOFFITT AND BUCK, 
General Agents for the State of Ohio, Suite 1107—-308 
Euclid Avenue Building, Cleveland, Ohio. 
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meen DOUBLEJINDEMNITY 


DISABILITY ADJUSTING 


(CONTINUED FROM PAGE 3) 
for an investigation, a report of which 
is usually received at the home office 
before or at about the time that formal 
proofs of death are received from the 
claimant, thus avoiding the necessity of 
delay in settlement which would occur 
if formal claim papers were waited for 
as a first notice of death. 
Cannot Begin Too Quickly 


“The investigation of a double indem- 
nity claim can not begin too quickly 
after notice has been received of a pos- 
sible claim. This is especially important 
in such cases where it is indicated by 
the notice of death that question may 
arise as to the company’s liability. The 
ease of obtaining the exact facts varies 
inversely as the time that has elapsed 
since the death of the policyholders. 
Eye witnesses soon disappear, names 
are forgotten, prejudice against the in- 
surance company creeps into the testi- 
mony of those who are in possession 
of the facts, pathological evidence soon 
deteriorates. All kinds of obstacles 
come up with the lapse of time so that 
it is not long before it becomes difficult 
for the inspector to obtain the exact de- 
tails, which are so necessary for the 
ciaims department to make a prompt de- 
ision. Furthermore, if the claim leads 
to litigation, delay in beginning a thor- 
ough investigation may mean an ad- 


| verse decision, not because of a lack 
|of merit, but because the company is 


unable io produce the necessary evi- 
dence that could have been obtained 
had the investigation been promptly at- 
tended to. 

Civil Authorities’ Findings Worthless 


“Where death occurs immediately after 
or coincident with the accident, the civil 
authorities are usually called in to estab- 
lish the cause of death. The finding of 


ithe civil authority can not be depended 


upon in the settlement of a claim for 
double indemnity. The investigation by 
the civil authority through which the 
verdict is reached is not always com- 
petent, and furthermore, the civil au- 


| . ¢ 
thority does not determine the cause of 


death from the same viewpoint as that 
held by the insurance company. Details 
that would be very important in de- 
termining the cause of death from an 
insurance viewpoint are entirely over- 
looked The verdict of the civil au- 
thority is often tinged with sentiment 


‘for the family or memory of the de- 


ceased. Many cases of suicide have been 
termed as accidental death by civil 
authority simply because the public 
officer did not want to take upon his 
shoulders the disagreeable task of estab- 
lishing the cause of death as suicide. 
“Unless a formal inquest is held and a 
jury is called, the evidence by which the 
oftheer reaches his verdict is rarely ever 
preserved in written records. Even in 
our larger cities, where police records 
are expected to preserve all the details 
as to circumstances surrounding a 
death by violence, the reports are 
usually so brief that they are of little 
use in determining the exact cause of 
death. The conclusion reached as a 
result of the police investigation is en- 
tered without giving the exact evidence 
upon which the conclusion is based 


Newspaper Heports Hest Record 


“While the press is often condemned 
for exaggeration and inaccuracy, it has 


| been my experience that the average 


newspaper reporter obtains and _ pre- 


|serves better than any public agency 


| which comes in contact with the acci- 


dental death, a record from which the 
inspector can at least commence his in- 
vestigation A newspaper reporter is 
very many times on the scene very 
early after death or occurrence of the 
accident He is able to obtain first 
hand information from eye witnesses 
and through his own observation. The 
reporter is trained to write down his 





facts and present them so that they 
form a clear account of what actually 
took place. 

“A settlement by compromise of a 
death claim under a policy which does 
not have the double indemnity pro- 
vision is a very rare occurrence and is 
only resorted to under very unusual 
circumstances. In the settlement of 
claims under the double indemnity pro- 
vision, however, compromise settlement 
must oiten be resorted to because, either 
the exact causes of death cannot be 
determined, or the two sides are unable 
to agree upon the facts which seem to 
govern the cause of death. There is no 
set of rules governing the methods used 
in settlement through compromise. Each 
individual case must be worked out in 
its Own way. 

“Suicide Accident™ Claims 


“Undoubtedly the most difficult claims 
to adjust under the double indemnity 
provision are what may be termed ‘sui 
cide accident’ claims, claims where the 
information obtained tends to establish 
suicide but where the claimant contends 
that the death was due to accidental 
causes. Such claims usually arise 
where there were no eye witnesses and 
where death was caused by gunshot, 
drowning, or poison, without any ante 
mortem oral or written statement by the 
deceased. The evidence supporting sui- 
cide is usually circumstantial but oi 
such a nature that there seems to be 
little doubt as to suicidal intent On 
the other hand, the immediate cause ot 
death could well have been accidental. 

“Legal presumption is against the 
theory of suicide. The suicide theory 
is obnoxious to the average jury and it 
is impossible to secure sufficient evi 
dence to obtain a verdict. We have 
found that about the only way to ad 
just these claims is through compro 
mise. In cases where there is grave 
doubt as to whether death is due to 
accidental means or suicide and where 
the theory of suicide is only gained 
through inference, it has been our ex- 
perience that the best procedure is to 
assume liability under the double in 
denmnity provision and pay the claim 
Permanent Disability Different Question 


“The settlement of double indemnity 
claims was easily assimilated by the 
claims department, for such claims were 
only death claims under our policies 
with the added provision for double 
payment where the cause of death was 
due to accidental means. Settlement 
of claims under the provisions for total 
and permanent disability, however, was 
an entirely different branch of claim 
work. 

“Following our experience in the set 
tlement of death claims, we decided 
early to secure some preliminary notice 
of claims from the field. The form is 
usually filled out by the company’s rep 
resentative who issued the policy or the 
manager of the agency in which the in 
sured resides. It gives, briefly, th 
cause of disability, the date of com 
mencement, the doctor who is attending 
the insured, ocupation of insured at the 
time disability occurred and a brief his 
tory of the case. 

Gives Chance to Pass on Claim 


“This form originates in the _ field, 
either from the agent or manager by 
their own knowledge of the circum 
stances, without having received any 
word trom the insured, or it might origi 
nate by reason of a visit to the agency 
or an inquiry from the insured or mem 
ber of his family. From the informa 
tion given in this preliminary inquiry, 
the claims department is able in most 
instances to judge whether or not it 
would be worth while for the insured 
to submit formal claim. It gives the 
claims department an opportunity, at 
an early date, to disapprove claims 
which would not come under the pro 
visions of the policy by reason of be 
ing a partial disability or disability due 
to causes of a temporary nature 

“At the time that the preliminary 
notice of claim for disability is re- 
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ceived at the home office, a report 1s 
ordered from the outside agency and 
an investigation made, independent of 
the information which may subsequently 
be contained in the claim papers sub- 
mitted by the insured. Usually this re- 
port is received by the time the formal 
claim papers are submitted and the 
information given in the claim papers 
can then be checked with the report. 

“In most cases we have found that 
information given in the claim papers 
alone would not be sufficient to pass 
intelligently on the claim. The report 
ot the outside agency is very necessary 
to obtain the entire picture of the in- 
sured’s condition. The report is espe- 
cially important in determining the ca- 
pacity of the insured to engage in a 
gainful ocupation and the general his- 
tory of disability other than what would 
be expected from a medical source. In 
many cases, we are obliged to seek 
further information by securing an ex- 
amination of the insured by one of 
our examiners. 

“We have found that the wisest course 
to pursue in the settlement of disa- 
hility claims is to secure adequate and 
reliable information regarding the disa- 
bility at the time the claim is first 
presented, without strict attention to ex- 
pense and even though it may mean 
some delay to the insured 

Close Contact Maintained 


“Throughout the continuance of the 
claim, that is, throughout the period that 
disability payments are being made un- 
der the provisions of the policy, the com- 
pany endeavors to keep in close contact 
with the claim. No established rule on 
periodical examinations or reports is 
carried out. Each case is handled sepa- 
rately. There are some cases where 
it 1s not necessary to look up the case 
more than once a year, and there are 
other claims where it is necessary to 
obtain some iniormation as to the con 
dition of the insured at the time of each 
monthly payment. The provision in our 
policy provides that proof of disability 
by examination shall not be required 
more trequently than once a year after 
such disability has continued two full 
vears After the first two vears of dis- 
ability, therefore, we can call for a 
medical examination only once a vear. 
and our information concerning the con- 
dition of the insured must be secured 


through the reporting agency Before 
disability has continued for two full 
vears, of course, we can call for a 


medical examination whenever we deem 


necessary 


Cerificate of Disability Required 


l pon the reverse side of each check, 
payment of monthly benefits, there 
Is a certificate of continuance of disa- 


bility which the insured certifies to by 


ndorsing the check This certificate ot 
continued disability, however, cannot be 
depended upon and we have tound that 


the only method to determine whether 
the msured is still disabled or not is to 
secure a report through the reporting 
igency or an examination by one ot our 
regular examiners 
Considerable difficulty has been ex 
perienced in determining the extent ot 
the company’s habilitvy in cases where 
clay has occurred in presenting proofs 
disability, especially in cases where 
the insured has been disabled. for a 
eriod of a year or more without advis 
ng the company of his condition 
Where a vear or more has elapsed since 
the commencement of disability i 
ery hard to determine the exact dat 
ft commencement of disabilitv, and even 
re difficult to determine whether such 
isabilitvy has been total and continuous 
the date of inception In accord 
ince with the technical interpretation otf 
ur disability provisions, the date of ap 
oval is governed by the date of receipt 
the company of due proofs of dis 
bality It has been found, however 
that in some tvpes of claims, it would 
vork injustice to the insured to stand 
trictly upon the terms of the pro 
sion I refer especially to the cases 
where the insured was mentally 
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General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Tl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago's Financial district. 
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General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
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Announcing the 


Improved 
Life Payments Localized 


(A special edition designed to be used 
as a soliciting aid the year round) 











| B* the og renrecascag “7 on a 
he Lif t i um- 
ADDRESSED ber Meng been accorded the highest place 
PARTICULARLY || Sits" special edition Sven, approaches 
T0 the Life Payments Localized i Number c in 
irculati t it ,000. 
COMPANY =|) ‘This year it will go even higher. Every 

h i . t 
EXECUTIVES y= alr at 75 cents! , tte gpg 
ognize the value of this edition by pur- 
chasing huge quantities—some individual 
orders running to 10,000 copies—in order to supply their agency 
force. i. .« . coda 


What It Is: 


Briefly, the purpose of this Number is to give the amounts of life 
insurance carried by those deceased during 1926. The compila- 
tion is by states and communities. In a moment, the user of Life 
Payments Localized is able to show his prospect just how much or 
how little Life Insurance certain individuals—probably friends—in 
his OWN community carried and thus press home his point with 
a local illustration. 


A Canvassing Document 


Life Payments Localized is a canvassing document. It is designed 
to be used the year round. Your advertising will be seen the year 
round by not only your agents and other agents but by 


PROSPECTS. 





























The Improvements 


Last year this Number was taken over from the Insurance Press. 
It was necessarily an Insurance Press compilation. This year the 
Number is truly a National Underwriter product. Here are some 
of the improvements: 


Improved Service—25 more companies reporting claims. 


More Complete —No claim less than $10,000 was listed in the 
past. This year every claim down to $8,000 will 
be given a separate line. Claims between $8,000 
and $3,000, the names will be given but “set 
solid.” While claims under $3,000 will not have 
the names, they will be shown, 


Added Feature —In each town of 8,000 or over there will be an 
estimate of unreported claims. 


If you have not already made arrangements for 

space and extra copies of this important edition 

wire or write immediately for further particulars. 

Advertising forms for this Number will close 
Sept. 26 


TheN ational Underwriter 


LIFE INSURANCE EDITION 
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1517 FOURTH NATIONAL BANK BLDG., ATLANTA 
313 IOWA NATIONAL BANK BLDG., DES MOINES 
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capable of presenting any notice or claim 
of disability, and where those acting for 
the interests of the insured were not 


aware of the provision in the policy. | 


Under this type of claim we have en- 
deavored to make our settlements fair 
to the insured while at the same time 
conserving the right which the com- 
pany must always have of requiring 


notice so that a prompt investigation of | 


a possible claim can be made. 
Three Interpretations Followed 


“Nearly all the disability provisions 


‘PROGRAM ANNOUNCED 
FOR THE CONVENTION 


ger of Events for the Insur- 
| ance Commissioners’ Meeting 
at Cincinnati 


|INTERESTING SUBJECTS UP 


adopted by the life companies, as well | 


as our own, provide that the insured in 
order to receive benefits must be totally 
and permanently incapacitated from en- 
gaging in a gainful occupation. Through 
interpretation of this provision by the 
courts and also by the practice of the 


different companies, this part of the pro- | 
vision has taken on a different meaning | 


from what is strictly indicated by its 
wording. These different interpretations 
can be classified in three groups: (1) 
That the insured has become and must 
remain absolutely helpless; (2) that he 


has become unable to engage in his | 


usual occupation; (3), that he has be- 


come unable to engage in any occupa- | 


tion for which he is fitted. We have 
adopted as nearly as possible the third 
interpretation, holding that the insured 
is totally disabled if he is so incapaci- 
tated that he cannot perform any oc- 
cupation which by educafion, training 
or experience he is able to follow. 


When Should Benefits Cense? 


“Discontinuance of benefits under the | 
disability claim often meets with re- | 


sistance and in many cases of recovery 
it is difficult to decide at just what point 
the benefits should cease. The pro- 


vision does not contemplate any pay- | 


ment for partial disability. The exact 
point where total disability terminates 


and partial disability commences is | 


many times hard to determine. In fix- 
ing the point at which benefits should 
be discontinued, we have tried to use 
the same interpretation as we use at 
the time of approving the claim, in 


other words, benefits should be discon- 


tinued at the point where the insured 
commences to take up an occupation 
which by education, training or ex- 


perience he is able to folloy. This rule, | 


however, applies only in the case of 
those claimants whose livelihood de- 
pends directly upon some mental or 
physical activity. Where the claimant's 
livelihood comes from unearned income 
and in those few cases where the claim- 
ant happens to be receiving an amount 
which satisfies his needs, the termina- 
tion of benefits can only be fixed at the 
point where the insured has regained a 
reasonable degree of health as evidenced 
by competent medical examination. 


Experience So Far Favorable 


“The experience of our company in | 


settling claims under these two pro- 
visions covers such a short period that 
no definite conclusions as to the best 
procedure have been arrived at. We 
are still passing through a period of 
education as to what may be expected 
in the way of fraudulent means taken 
to establish a claim. So far, our ex- 
perience has been very favorable. We 
have never had any controversy in con- 
nection with claims under either of these 
two provisions that has required the 
decision of the courts to settle. Very 
few cases have come to our attention 
where we have been able to establish 
any bad faith on the part of the claim- 
ant. As our volume of claims increases, 
we must, however, expect claims to be 
made under circumstances that will lead 
to extended legal contest.” 


| Many Entertainment Features Are Ar- 
| ranged—A. S. Caldwell of Tennessee 
to Preside Over Deliberations 


The annual meeting of the National 
| Convention of Insurance Commissioners 
to be held at the Hotel Gibson, Cincin- 
|nati, Sept. 27-30, is announced. The 
| program is as follows: 
Tuesday, Sept. 27, 10:00 A. M. 

Meeting called to order by the presi- 
dent. 

Address of Welcome—A. V. Donahey, 
Governor of Ohio 

Address of Welcome—Murray Season- 
good, Mayor of Cincinnati 

Response—Charles R. Detrick, Cali- 
fornia, First Vice-President. 
| Call of States. 

President's Address-—-A. 5S. Caldwell, 
Tennessee, President 
| “Modern Insurance Supervision”—Wil- 
liam C. Safford, Superintendent of In- 
surance, Ohio. 

Discussion—Jackson Cochrane, Colo- 
rado, and Shelton M. Saufley, Kentucky. 
Call of Committees. 


Tuesday Afternoon 


Ride around the city with dinner- 
dance at the roof garden of Hotel Gib- 
|}son that night. 

Wednesday, Sept. 28, 10:00 A. M. 

Communications and Committee Re- 
ports. 

“The Kansas Code”"—John B. Smith, 
|} Assistant Insurance Commissioner, 
| Kansas. 

Discussion—Ray A. Yenter, Iowa, and 
| John G. McQuarrie, Utah. 

“Educated Turns in Twisting Which 
| Proposes Definition of and Remedy for 
| Twisting’—Clare A. Lee, Oregon. 

Discussion—M. A. Freedy, Wisconsin, 
and Robert C. Clark, Vermont. 

(Wednesday morning at 10 a. m— 
Visit by ladies attending the convention 
to Rookwood Pottery and then to Zoo 
for luncheon.) 

Wednesday, 2:30 P. M. 

Boat ride on Ohio River, with dinner 
on boat in evening. Leave Broadway 
Dock at 2:30 P. M. 

Thursday, Sept. 29, 10:00 A. M. 

Communications and Committee Re- 
ports. 

“Insurance Stock Holdings”—James A. 
Beha, New York. 

Discussion—Edward Maxson, New Jer- 
sey, and J. S. Maloney, Arkansas. 

“License Uniformity”—Howard P. Dun- 
ham, Connecticut. 

Discussion—Stacey W. Wade, North 
Carolina, and Matthew H. Taggart, Penn- 
sylvania. 

“Compulsory Automobile Liability In- 
surance’—Wesley E. Monk, Massachu- 
Setts. 

Discussion—Carville D. Benson, Mary- 
land, and C. D. Livingsten, Michigan. 

(Thursday afternoon and evening at 
Cody's Farm in Kentucky.) 

Friday, Sept. 30, 10:00 A. M. 

Communications and Committee Re- 
ports. 

“Insurance of Automobiles Purchased 
Upon Deferred Payment Plan”’—Clarence 
Cc. Wysong, Indiana. 

Discussion—John E. Sullivan, New 
Hampshire, and John R. Dumont, Ne- 
braska. 

Executive Session (if desired by any 
member). 

Adjournment. 








insurance newspaper. 





Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
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MEDICAL POLICY OF THE 
NEW ENGLAND MUTUAL 


(CONTINUED FROM PAGE 3) 
tremely high one. He declared that 
this separation of the standard risks from 
a group having a high mortality as a 
whole is a super selection. He said it 
is accomplished in the New England 
Mutual by the application of a load to 
the suspected organ or system. This 
load is not excessive but one which the 
average individual can carry in a nor- 
mal way. Examination of urine, the 
sugar tolerance and cardio-respiratory 
tests are three examples in point. He 
said that it is interesting to note that 
more than 70 percent of applicants who 
have submitted to a cardio-respiratory 
test have been approved for some stan- 
dard form of insurance. More than 63 
percent of the applicants who have sub- 
mitted to the sugar tolerance test have 
been thus approved. 
Chemical Analysis Is Made 


He said that all the business ac- 
cepted by the New England Mutual 
during the past 24 years after examina- 
tion of a specimen of urine by the 
chemists gives a satisfactory mortality 
except in three classes—overweights, 
cases of heart and circulatory disturb- 

nce and cases which have been ac- 
cepted with a low specific gravity. The 
high mortality in these three groups, 
says Mr. Smith, was almost entirely 
limited to ages 45 to 55 and more seri- 
ous still, excessive claims occurred dur- 
ing the first five insurance years. These 
high mortalities associated with the 
history of circulatory diseases, heavy- 
weight and casts do not necessarily 
mean that such cases will be declined 
in the future. The cardio-respiratory 
test and the blood sugar tolerance de- 
termination have practically eliminated 


early deaths in these groups. 
Dealing With Overweights 
The New England Mutual, he said, 
1as had an unfavorable experience with 


a group giving a history of casts where 
the specific gravity of the specimen was 
below 1022. Favorable action on ap- 
plicants who have had casts must be 
based on a specimen showing a specific 
gravity of 1020 or more. 
Vice-President Smith says there are 
two ways of handling the excessive mor- 
tality of overweights. The first is by 
limiting them more sharply to endow- 
ments maturing not later than age 70 
and secondly by applying to these cases 
certain other tests that will demonstrate 
the ability of their circulatory system 
to carry an ordinary load. This is a 
problem, he announces, on which the 
company is now working. 
Vice-President Smith said that in or- 


der to have satisfactory results appli- 
cants must be examined by the com- 
pany’s regularly appointed examiners. 


Whereas 25 years ago only about 15 
percent were examined by regularly ap- 
pointed examiners, at the present time 
the percentage is 97. 

Reasons for Favorable Mortality 


Vice-President Smith gives some rea- 
sons for the favorable mortality of the 
company. They are: 

1. The use of properly 
aminers. 

». Intelligent selection by agents in 
the field. ’ 

;. Over 90 percent of the business 
now on the books has been subjected 
to a careful medical examination made 
during the last 25 years. 

4. The consecutively increasing 
amount of business that has been is- 
sued during the last five years. 

5. The increasing number of younger 
lives that have come into the company. 


qualified ex- 


Enlarges Broadcasting Service 


The Bankers Life of Iowa broadcast- 
ing station, WHO, is now affiliated with 
the Red & Blue National Broadcasting 
Company and the service has created 
much enthusiasm in Iowa and adjoin- 
ng states. The Bankers Life is receiv- 
ing cordial endorsement for the extended 





RULE IN BANKRUPTCY 
REAFFIRMED BY COURT 


——_- 


CREDITORS GET CASH VALUE 


Change of Beneficiary Clause Puts Pol- 
icy in the Control of 
Trustee 


In the bankruptcy case of Alexander 
Grant, the United States district court 
for the western district of Wisconsin 
has reaffirmed the established holding 
that where a policyholder retains the 
unrestricted right to change the bene- 
ficiary the policy becomes part of the 
bankrupt’s estate and the trustee in 
bankruptcy can demand and collect the 
cash value for the benefit of creditors. 
In other words, an unrestricted right 
of changing the beneficiary does not 
leave any protection to the beneficiary 
in the case of the bankruptcy of the pol- 
icyholder. The only exception is that 
the bankrupt has a right within thirty 
days to pay the trustee the cash value 
and retain the policy. The court says: 

“In view of Cohen vs. Samuels, 245 
U. S. 50, and Cohn vs. Malone, 248 
U. S. 450, together with Frederick vs. 
Fidelity Insurance Co., 256 U. S. 395, 
the question is settled that where a 
policy of life insurance has a surrender 
value, payable in terms to the bankrupt, 
or if not in terms payable to him, but 
which could be made so payable at the 
bankrupt’s will by a simple declaration 
changing the beneficiary, it ‘must be 
regarded as assets to which the trustee 
in bankruptcy was entitled.’” 

In regard to a policy which could not 
be surrendered without the consent of 
the beneficiary the court held that the 
cash value did not pass to the trustee. 

The questions were litigated on the 
possibility that the peculiarities of the 
Wisconsin law on exemptions would 
affect the case, but the court saw no 
reason for departing from the old rule. 


WOULD NOT BUY 
HIGH RATED BONDS 


Ray P. Cox, western agency manager 
for the Minnesota Mutual Life at San 
Francisco, whose sales talk on insured 
investments, developed for his agents, is 
putting the coast on the map for that 
company, at the recent convention of the 
Minnesota Mutual related how the 7 
percent and 8 percent investments of the 
bond houses used to bother him. He 
wondered why his company, which he 
presumed was ably managed, could not 
make such a return on its investments. 
Suddenly it dawned on him that his com- 
pany would not buy such bonds. After 
that he had no difficulty with the bonds 
yielding a high rate of interest. 





Gain of 5.5 Percent Made 


Production of new life insurance in 
this country was 5.5 percent greater dur- 
ing August this year than during the 
corresponding month last year, and the 
first eight months of the yeear show an 
increase of 1.9 percent over the corre- 
sponding period of 1926, according to 
a statement issued today by the Life In- 
surance Presidents’ Association, whose 
records are based on those of 45 mem- 
ber companies having 81 percent of all 
life insurance in force in all legal reserve 
companies in the United States. The 
total new business of all classes during 
August was $881,000,000 against $851,- 
000,000 during the same month last year. 


broadening of its circuit. In a single 
night complimentary telegrams of ap- 
preciation were received from 15 mid- 
western states. With the enlarged serv- 
ice and the affiliation with a national 
circuit, creditable programs are ren- 
dered. WHO has been a valuable asset 
for the Bankers Life ever since it was 
inaugurated. 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 




















HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 


and policyholder. 


During this time the company has 
been cultivating and serving well 


its field—Dixie. 


Today there 


is opportunity 


in 


Dixie—the South is awaking in- 


dustrially. 


To men who are un- 


attached and to new men the 
Southern States has an attractive 


proposition. 
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John Hancock made the 
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Signature Famous 


by signing the 


Declaration of Independence 





The Signature has been made 
a household word by the 
John Hancock Mutual Life. 


A Life or Endownment 

Life Insurance Policy 

is the Policyholder’s 
Declaration of 
Independence. 
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George W. Speck, who is 80 and who | agency conference last year, Director P. 
has been an agent of the Phoenix Mu-|W. Vogel expressed a desire to see 








A Striking Example of Business Insurance 


A STRIKING EXAMPLE of the scope of 


business insurance was brought out upon 
the recent death of IkwWIN RUSSELL 
Kirkwoop, editor of the KANsAs CITY 
“Star,” who carried $625,000 insurance 
payable to his busines associates. Mr. 
Kirkwood and his associates bought the 
“Star” in July, 1926, for $11,000,000, 
Mr. Kirkwood purchasing 51 percent of 
the company’s stock Mr. Kirkwood 
was president, with approximately 100 
members of the “Star” staff as stock- 
holders. No stock in the “Star” has been 
held by anybody outside of the organi- 
zation, 2nd none can be under the terms 
of the organization of the company. 
All of the stock held by the members 
of the staff must be relinquished to the 


among the stockholders. 

Realizing that the flotation of such a 
large amount of stock as he held would 
be a serious matter, 
sured his life for $625,000, 


The policy stipulated that 
the insurance payment should be 
for the purchase of the stock 

would be purchasable at his death. 
foresighted provision, 
holders of the company will find them- 
recipients of approximately 
$50 for each share they already 
which will be enough cash to finance 
the proportionate purchase of Mr. Kirk- 


tual Life in Chicago for the last 37]}a million dollar writer among the 


years, was given a luncheon last week 
by Robert A. Judd, manager of the Chi- 
cago office of the company. Mr. Speck 
will soon return to the west coast for 
the winter, and Mr. Judd felt that a 
small group of friends should have the 
opportunity of showing their apprecia- 
tion of Mr. Speck’s work and of wish- 
ing him well for the winter season. 
Close business friends were those in 
attendance. Jules Girardin, who is also 
a veteran of the Phoenix Mutual, with 
the company almost 38 years, was an- 
other guest of honor, and in a short ad- 
dress he paid his respects to the life 
work of his junior in the business by 
only five weeks, Mr. Speck being the 


first agent Mr. Girardin hired.  Inci- | 


dentally, Mr. Speck has written a mag- 
nificent volume of business in the last 
three months for a man of any age, to 
say nothing of a man of 80. 


Darby A. Day, Chicago manager of 


the Union Central Life, will address tire 





agents of the Midland Life. President 
Boone has met the demand. 

On Sept. 29, Judge William H. Whit- 
field, president of the International Life 
of Missouri, will celebrate his 55th 
birthday. September is also the anni- 
versary month of his election to the 
presidency of the company. So th 
agency organization of the company 
headed by Vice-President Grantges has 
set aside September to honor Judg: 
Whitfield. An earnest effort will be 
made to make September 29 the great- 


| est day in the history of the company, 


and September the greatest month. 
George C. Gale, chairman of the 
board of directors of the Security Life 
died at his home in Galesburg. IIl.. a 
few days ago at the age of 54. He was 
chairman of the board for 10 vears. H: 
was an attorney and always during his 
lifetime was a life insurance enthusiast 


organization in the event they leave or not made this wise provision for the | Cleveland Life Underwriters Association Lined some years he practiced in Chicago 
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archolder taken by death, be reverted ganization for financial aid. in the program of the National Associa- | W@8 @ member. 
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How Life Insurance Would Have Helped bet. 34. On Dec. 2, he will speak at | Siteat of the New Encland Mutesl 
roon before the Indianapolis Life Un- Partment of the \ew England Mutua 
lhe part that life insurance may take in insolvent. The Chicago “Journal of Com- | derwriters Association and in the eve- "4S monens his examination for associate 
ning before the Life Managers Associa- '™embership in the Actuarial Society of 

‘ , | tion of that city. \merica. He is a native of Washing 
er been more spectacularly illustrated Mr. Armour left not a single valuable . ton, D. C., and graduated from Johns 


than in the probating of the will of asset John D. Sage, president of the Union Hopkins in 1920. Then he went to the 


: fo 3 .2 i) ] } arv: Gra ate sc us ss 
1. Ocpen Armour, whose estate at one He carried no life insurance. According | Central Life, celebrated his 50th birth H arvard raduate School or Busine 
dav Sept. 14 From the Darby A. Day \dministration, receiving his degree 


time amounted to $200,000,.000, That vast to the terms of his will, his wife is left on . there in 1922, He went at once to the 
fortune shrunk to that extent where those $100,000. After providing for different cpp a SB ty dy oni sde actuarial department of the New Eng- 
in close touch with the conditions say that ones the balance of the estate is to be vennaiien of the Dew anenes ela land Mutual Life. Mr. Stearns’ prep- 

: aration for the difficult examination for 
entrance into the Actuarial Society was 
made in the New England Mutual's own 
actuarial department He has recently 


jilizing a man’s estate has probably merce” says that so far as can be learned 


CV 


it is doubtful if there will be sufficient shared equally between the wife and 
out of Edward S. Doten of New London, 
Conn., observed the 25th anniversary ot 
his service with the Mutual Life of 


woney to take care of the expenses. For daughter. Yet it would seem that 
stance, Mr. Armour owed Armour & this vast fortune there is hardly enough 


0. $5 f ake care of > wi » Sur ' ; : been appointed = superi f the 
( 6,000,000 left to take care of the widow. Surely | New York by becoming the guest at a a a ee ” 1i te a 7 nt of tl r 
kT} : : . . . . ° ° . * ° 4 » st: sticz ri ision of the “tuarie 

The financial houses in Chicago in look- this situation will furnish one of the great- | luncheon given by Dwight G. Holbrook. siti ad-aidsin ' ae e actuarial! 
~ . : ° of departinent at the head othce 
ing over the inventory, predict that the est arguments for life insurance. A few | district manager of the Mutual Life, ae 
estate will not bear the burden placed upon years ago one who would have predicted | #7¢ Mutual Life men from all parts of Ruseell F. Rurton of the New Ene " 
hy th ker's ts. Figured at that the i Armour fort iq) the state. Among those present also | iand Mutual | Denver has | 
} * > ack s ) *sts ‘ig “( a bs . sible > . ‘ ( tual le at nl Y las ee 
t by the packer eque igure la 1 Immense rmour — wow! — Commissioner Howard C. Dun a Ret sayeth: te hr oa cr = : : 
percent capital of more than $1,000,000 peter out would have been considered reck-| ham. Mr. Doten is one of the best | @@® ‘tce-President of the City Club 
. ‘ : oye ; : “ ? there He is one of the founders of 
uld be required to pay the two an- less and wild in his predictions. Yet here | known life men in the state and has | ,; . tect 
he City Club ~~ has served as secre 


twice served as president of the Con- 


- “al 7a oe ‘ . tary, membership director and in other 
necticut Association of Life Underwrit- ' ; 


capacities, 


nuities provided. Added to this the various is a business and a personal estate of vast 


specific bequests the estate would have to proportions shriveled to almost nothing. 


* fe tes ; ers. 
total approximately $1,250,000. The finan Life insurance would have amply provided = —_ 
“a kane at \ ik Se , | John Albert Ferguson, one time fa 
cial houses, however, say that the Armour for the members of the family that Mr. Ar- Jonnie Jean Martin arrived at the | mous insurance man, died at his home 
or what remains of it is hopelessly Movk personally desired to protect. home of Mr. and Mrs. R. H. Martin. lin Orange Park. Fla. last week. He 
Ottumwa, Iowa, on the morning of | wac 66 vears old Beginning his busi 
. . Abili Li Sept. 6. Bonnie Jean is a_ bouncing ; iene : a 

; Jeal ness career at age 18, Mr. Ferguson in 
u fivating e ity to isten baby girl, as she weighed ten pounds |4 few short months was named state 
: : a , , and five ounces. The father is the | age " as ies ; = f 
Dr. W. W. Crarrers, director of the out their interests by getting them to] 4 ; ee J eather sf | agent of Iowa for the New York Life 
ep : m nese ttumwa agency manager for the Bank- | At 20 he was appointed general agent 

searc t r F au y at the alk. ‘ ife 7 are - : ° . -” 2 
rest rch bureau of retail tra ung " a ; rs Life of Iowa. for the Equitable Life in the Dako 
University or PittrspurGcu, believes that 4. Find out what other people like — tas. A short time later he returned to 


Representatives of the Baltimore | the New York Life and went to Mil 


the ability to listen is just as necessary to talk about and talk about that ; e 
agency of the Atlantic Life have been | waukee as general agent there 





in selling as the ability to talk. He 5. Forget yourself and become inter- | *>*. ; . ; . vu 7 
3 f = a wet i we ; “a Pe in ce cena having a victorious season im aquatic The battle for a fortune proved a 
gives six suggestions for becoming a ested in other people. Feople are more | cnorts, In a recent swimming contest, | health breaker and Mr. Ferguson soon 
good listener: interesting than anything else in the |G. W. Balke, noted swimmer of the | moved to Denver There in a period 
1. When you talk to a friend hear world Maryland Swimming Club, came | of 10 days he closed policies aggregat- 
what he is saying with your mind 6. When vou argue try to get at the through first in a 100-yard swim, while ing $1,350,000. His premiums on_ this 
e Make the other fellow talk bv truth and be glad to acknowledge that W. A. Raleigh, another representative of amounted to $72,000 Che New York 
x 4 oth \ i a that agency, was second with a back | Life made him general agent of New 
sking him intelligent questions vour friend has given you a new idea stroke. Previously, Mr. Balke had par- | Mexico and Wyoming as well as Co! 
When you meet strangers find Fach is a valuable suggestion. ticipated in the annual Bav Shore swim- | rado. Later Utah and Idaho were acd: 
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to his list of states. At age 30 Mr. Fer- 


out insurance affairs there. Returning 


with his mission a success, he was asked | 
by George D. Perkins to consider the | 


general management of the London of- 
fice of the New York Life. This he did 
and spent four years abroad. When he 


left London his income from insurance | 


renewals amounted to approximately 
$150,000 annually. Mr. Ferguson, after 
returning to Denver from London, re- 
tired from the insurance field. He was 
4 vears old then. He then enttred the 


building field in which he was success- 
ful. 





LIFE AGED NCY CHANGES 








APPOINTS FORMER GOVERNOR 





Thomas G. McLeod Becomes South 
Carolina Executive State Agent for 
Minnesota Mutual 
COLUMBIA, S. C., Sept. 14.—Tho- 
mas G. McLeod, governor of South 
Carolina 1923-1927, has been appointed 
executive state agent for the Minnesota 
Mutual Life in South Carolina. His 
readquarters will be in Co pumas a. The 
entrance of this former governor into 
the insurance field gives two of the 
tate’s former chief executives in this 
nace former Governor Wilson G. 
Harvey havi ng ic rr some time been con- 

rected ‘with the Carolina Life. 

Former Governor McLeod has long 
been connected with the political life 
of South Carolina. Before being elected 
governor, he was connected with the law 


rm of McLeod & Dennis of Bishop- 





ville. = ee He has represented his 
nty both in the state senate and the 
wees, of representatives; has served as 


lieutenant governor and served two 
rms as governor of the state 


Harry A. White 


Harry A. White, former postmaster 
at Hinton, Okla., has entered the insur- 
ance field. He has opened offices in 

Colcord building as special agent 
for the Penn Mutval Life. 


Jack H. Storey 


\ new general agency of the Pacific 


Mutual Life for both life and non- | 


cancellable departments has been opened 
at Portland, Ore., with Jack H. Storey, 
northwestern manager of the Pacific 


Finance Corporation, as general agent. | 


The life agency covers Multnomah 
county, and the non-cancellable agency 
has the entire state as its territory. 


Henry R. Kares 


Henry R. Kares has been appointed 
general agent of the Register Life of 
Davenport, Ia., at Lincoln, Neb. Mr. 
Kares removed to Davenport from Mon- 
tana about three years ago, and early in 
1926 entered the life insurance busi- 
1¢ss with the Bankers Life of lowa. He 
leaves the Bankers Life to accept the 

‘gister Life appointment. 


x. ¢< Tyndall & Son 


M. C. Tyndall & Son have been made 
general agents of the New England Mu- 
tual Life at Columbus, O. The terri- 
tory cor nposed of Columbus and _ sur- 


rounding counties has been released from 


the Cleveland agency at the sugges- 
ion of General Agent H. F. McNutt in 
the latter city. The new firm has taken 
offices at 42 East Gay street, Colum- 
bus. Mr. Tyndall has had 20 years ex- 
perience in life insurance. He was born 
in Nashville, Ill, 50 vears ago and has 
‘d in Columbus for a number of 
vears 


ve 


Henry J. Brown 


Henry J. Brown has been annointed | 
district manager of the New England | 


Mutual Life at Wichita, Kan Mr. 
‘rown has been in California and Flor- 
ida for a number of vears. Some years 


ruson was sent to Lendon to straighten | 
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A Retirement Income 
Policy 


One of the fourteen progressive 
changes just made by The Lincoln Na- 
tional Life Insurance Company is the ad- 
ding of a Retirement Income Policy to 
its kit of up-to-the-minute policy forms. 


The new Retirement Income Policy 
is designed for the many people who are 
primarily interested in providing an in- 
come for some future date of retirement. 


It provides either a life annuity or 
refund annuity to begin at an age elected 
by the insured. 


It has death benefits and cash sur- 
render values as well as loan values. 


It may be issued with the Income 
Disability provision. No medical ex- 
amination 1s required unless the Dis- 
ability feature is desired. 


The Retirement Income Policy an- 
swers another definite need for Life In- 
surance. It affords another reason why 
it pays to 
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Lincoln National Life 
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“Its Name Indicates Its Character’’ 
Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $485,000,000 in Force 
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ago he wrote a good volume of life in- 
surance in Topeka and northern Kan- 
sas. 





Wallace Watson 


Wallace Watson, agent of the Phoe- 
nix Mutual Life in Pittsburgh and one 
of the outstanding producers of the 





city, has been made agency assistant 
in the company’s home office, Hartford. 


M. J. Mercier 


M. J. Mercier, district agent for the 
Jefferson Standard at Columbus, O., 
has resigned and has accepted a similar 
post with the Bankers Reserve Life. 











EASTERN STATES ACTIVITIES 




















WARNS ON UNBASED CHARGES 





New York Life Underwriters Associa- 
tion Says Accusations of Twisting _ 
Must Be Put in Writing 





The business practices committee of 
the New York Life Underwriters As- 
sociation has issued a warning against 
bringing charges of twisting or rebating 
against life men unless written, and 
preferably sworn, evidence is available. 
Marvin L. Lane of the Equitable of 
New York, chairman of the committee, 
says in the committee’s statement that 
the committee in future will not act 
unless the complainant puts his charge 
in writing. Mr. Lane’s statement is in 
part as follows: 

“This committee is ready, willing and 
able to function along practical lines in 
the pursuit of the ‘rebater’ and the 
‘twister’ or the man who is otherwise 
not operating along ethical lines. How- 
ever, the association would refrain from 
making a complaint against a fellow 
underwriter unless such complaint can 
be backed up by reasonable evidence, 
such as a sworn affidavit, or even a 
simple written statement. This com- 
mittee will not act where a complainant 
refuses to put his statement in writing, 
as we must have something tangible to 
work upon, and the committee requests 
that all complaints be submitted in writ- 





< 


ing and that complainants do not tele- 
phone upon such cases. : 

“By observing the above, you will 
enable the business practices committee 
of the association to devote its time ex- 
clusively to cases meriting serious atten- 
tion and also to devote some time 
toward making a living.” 





NEW YORK FIGURES GIVEN 





Insurance Department Issues Prelimi- 
nary Report on Business Done in 
Years 1926, 1927 





Results of life insurance operations 
during 1926 by companies authorized in 
New York state have been ascertained 
by Superintendent James A. Beha, al- 
though the report covering this line of 
insurance will not be ready for distri- 
bution until later in the month. 

The 44 old-line life companies now 
authorized in New York carry over 80 
percent of the business in force in the 
United States. Their combined 1926 fig- 
ures show a substantial increase for the 


ear. 

Including the three newly admitted 
companies, the combined assets of life 
companies represented in New York at 
the beginning of 1927 exceeded $11,- 
000,000,000 and marked a gain during 
1926 of over $1,000,000,000. 

The combined income for 1926 was 
$2,852,688,104; disbursements, $1,817,- 





530,103. Of the last amount, $1,244,- | 
714,928 went to policyholders and their | 
beneficiaries. 

As compared with 1925, the life com- | 
panies reporting to New York show in- | 
creases for 1926 in exact figures as fol- 
low: Assets, $1,123,995,095; liabilities, | 
$1,071,386,917; income, $308,114,376; dis- 
bursements, $183,448,813. The aggre- 
gate number of policies in force Jan. 1, | 
1927, was: ordinary, $19,891,592; indus- | 
trial, 65,800,701; and the whole amount 
in force; ordinary, $53,679,966,685; indus- 
trial, $12,205,960,329. 

The addition of $6,500,000,000 of fra- 
ternal and assessment insurance car- 
ried by organizations authorized in New 
York will make the amount of life in- 
surance carried by all organizations re- 
porting to New York at the beginning 
of this year exceed $72,000,000,000. 

The following is a summary of busi- 
ness in the state: Policies issued in 
1926: ordinary 530,927, for $1,875,806,- 
905; group 273, for $385,876,296; indus- 
trial 1,912,152, for $627,973,364. Poli- 
cies in force in New York Jan. 1, 1927: 
ordinary 3,797,213, for $10,058,947,833; 
group 1,892, for $972,472,339; industrial, 
13,206,650, for $2,802,825,875. Total 
gain for the year 1926—in policies, 1,- 
150,920; in amount, $1,615,026,760. To- 
tal premiums received on these several 
classes in 1926 were $483,382,803; claims 
incurred, $120,150,612. 





Agent’s License Is Suspended 
LANSING, MICH., Sept. 14.—For 


the second time within a few weeks an 
agent of the Guarantee Fund Life of 
Omaha, Neb., has drawn a suspension 
from Commissioner Charles D. Living- 
ston following a hearing on charges of 
twisting policies. The most recent of- 
fender is H. F. Badgley of Lansing who 
has been deprived of his license until 
Dec. 1, the suspension term beginning 
Sept. 1. The commissioner was con- 
vinced through evidence brought out 
at the hearing that Badgley had at- 
tempted to persuade several assureds in 
other strong companies to drop their | 





| pective agents and brokers. 


lines in order to purchase coverage from 
him. J. M. Langston of Hastings, an- 
other agent of the Omaha company, 
drew a suspension a few weeks ago 
when agents in his locality complained 
of his activities and he was cited for 
hearing at the department offices. 





Hold Massachusetts Examinations 
The first written examination of in- 


| surance agents under the new ruling of 


Commissioner Monk of Massachusetts 
takes place this week. Over 300 appli- 
cations have been received from pros- 
The bulk of 
the applications are apparently from 
men desiring to enter the fire and casu- 
alty lines. The applications for life 
salesmen are comparatively few. It is 
expected, however, that more of the lat- 
ter will come in for the next examina- 
tions, a month hence, because of the 
later action of the agency schools in 
adjusting their courses to fit men to 
take the examinations. 





Honor Connecticut Mutual Veterans 


At a special meeting of all home 
office members of the Connecticut Mu- 
tual Life, President James Lee Loomis 
paid tribute to those who had been em- 
ployed by the company for their long 
periods of continuous service. Attrac- 
tive bronze medallions were awarded to 
six employes in commemoration of pe- 
riods of service ranging from 10 to 15 
years. 

No less than 172 members at the home 
office and agents in the field now hold 
service medallions for periods of service 
ranging from 10 to 50 years, among the 
latter being four members. Dr. C. D 
Alton, still working, has been 51 years 
employed. 





Detroit Leaders Meet 


The annual meeting of the members 


| of the $250,000 club of the Detroit Life 


was held recently on board the steam- 
ship Octorara. At the meeting it was 
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It is old enough to justify confidence. 
It has had enough successful business experience to guarantee future success. 
It has the necessary equipment for the salesman. 
; It issues a complete line of up to date policy contracts, both participating and non-par- 

ticipating, with Double Indemnity and Disability Benefits. 
It has an educational program for the agent that will materially aid in promoting 

success. 
It will give you Home Office cooperation that is worth while. 
The agency management is under men who have had actual experience in the field. 


MEN OF VISION— 


CHOOSE OUR COMPANY, BECAUSE— 


If you feel that you are qualified and there 
ts a reason for you to be interested, write 


A. B. OLSON, Manager of Agencies 


BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


LINCOLN - 


- NEBRASKA 
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decided that hereafter the period for 
qualification for membership in the club 
should be from Jan. 1 to Dec. 31 of each 
year instead of June 1 to June 1 as pre- 
viously required. It was determined that 
the president of the club should be a 
member with the largest production of 
paid business to his credit, and the vice- 
president the member with the second 
largest volume. In accordance with this 
arrangement, Louis E. Norman of De- 
troit was made president and Glenn H. 
Wilson of Bay City, vice-president. B. 
E.- Hopton, assistant secretary of the 
Detroit Life, was made secretary of the 
club. 


P. M. FRASER AGENCY EXPANDS 








Branch Office for Connecticut Mutual | 


Life Is Opened at Bridgeport, 
Conn.—Another Planned 





NEW YORK, Sept. 15.—A _ branch | 
agency organized by Associate General | 
Manager Charles J. Zimmerman was | 
opened this week for business at Bridge- | 


port, Conn., by the P. M. Fraser agency 


here of the Connecticut Mutual Life. | 


This is the first step taken in carrying 


out the recently announced expansion | 
plans of the Fraser agency, which has | 


had its jurisdiction extended from the 
metropolitan district here to include 
Westchester and Rockland counties, 
New York, and Fairfield and Litchfield 
counties, Conn. 

The new office will remain in charge 
of Mr. Zimmerman, former executive 
secretary of the New York Life Under- 
writers Association, who will be suc- 
ceeded as associate general manager of 
the Fraser main office here by M. J. 
Sackerman, 

Although no definite arrangements 
have been made, another branch office 
of the Fraser agency will probably be 
opened soon in Westchester county, 
either at New Rochelle or White Plains. 





Madden Resigns Post 


Edward Madden, who has been con- 
nected with the Ganse Inheritance Tax 
Service Bureau, conducted by Franklin 
W. Ganse in connection with the Paul 
F. Clark general agency of the John 
Hancock Mutual Life, has resigned his 
position and entered the office of a Bos- 
ton broker's house. 


Had Record Month 
Last month was the best August in 
the history of the Ohio State Life, ac- 
cording to President John M. Sarver. 





— 
MISSISSIPPI VALLEY 











AGENTS HEAR THREE TALKS 





Darby A. Day General Agency Staff Is | 


Addressed by Paul Hommeyer, Dr. 
McCarthy and Mr. Day 





Paul G. Hommeyer, son of C. Hom- 
meyer, home office superintendent of 
agencies of the Union Central Life, was 
one of the speakers at the Monday 
morning meeting of the Darby A, Day | 
general agency in the company in Chi- | 
cago. His subject was “Policyholders’ | 
Month.” October is policyholders’ 
month with the company. Mr. Hom- 
meyer dwelt on the agent's relation to 
old policyholders and explained how it 
is possible for the agent to use them as 
sources of new business. 

Dr. J. J. McCarthy, insurance medical 
examiner, was the second speaker on 
the program. He made a very enlight- 
ening analysis of the company’s medi- 
cal report blank and undoubtedly gave 
some of the newer men in the organ!- 
zation a new slant on the company’s 
attitude toward a risk. 


Alcoholics’ Status Changed | 


“The use of alcohol,” Dr. McCarthy 
said, “doesn't apply so much now as it | 








Big figgers, like fine feathers, don’t always tell all the story 
about what's inside. What folks think of a Company counts most. 
—Elisur: Rong. 





| Size nor age are not invariable determi- 
nants in appraising men or eggs or life insur- 
ance companies. 


| The kind of Company we are trying to be 
| is one that believes a bird in the hand is worth 
two in the bush. Of course we lose some 
policyholders by death, some by lapse and 
some by that well-worn policy-loan route. 


Only by looking us through and through 
can you decide if we are your kind of 
Company, and we want a look too. 


Lots of people know the Northwest is ideal 
in summer. It’s that all the year ’round. 
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MADISON, WISCONSIN 















































MR. AGENT || 
Clerks Climb Ladders! 
Doyou care for QUALITY? About one-half of the members of our great: Home 
han @ dE : . Office Agency once were Home Office clerks. Field work 
GS, SOURG EXpervence, Ow has paid them with financial prosperity, mental satisfaction, 
Cost, a Splendid Record for independence, and the zestful joy of service. 
over 67 years? What these Philadelphians did, YOU can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be | 
Then why not take the master instead of the slave of fortune? Vacations are 
a General Agency for over and Fall and Winter are on their way—the open seas 
son of success in life underwriting. Consider, decide 
THE ST.LOUIS a 
: We have Field positions for earnest men and women 
MUTUAL LIFE who have ambition, intelligence, and industry. 
— a The Penn Mutual Life Insurance Company 
Stick! Write: Philadelphia, Pa. 
D. E. MacMILLAN, Founded 1847 
Supervisor of Agents, — So 
3640 Washington Ave., “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for mo'’—thus writes « 
ST. LOUIS, MO. buyer of ‘Easy Lessons tn Life Insurance.” a text and review book with quis supplement g2.48 The { 
National Underwriter Company, 1362 Insurance Exchange. Chicago 8 
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What Every 
Insurance Man Knows! 


The purpose of all insurance is to protect 
surplus earnings. 
Life and Accident insurance protects future 
surplus earnings. 





Property insurance—fire, liability, etc., pro- 
tects past surplus earnings—accumulated 
wealth. 


The well-informed agent can give service on 
all lines. 

The well-managed organization can under- 
write all lines. 

The Continental agent and the Continental 
organization are multiple-line in principle 
and practice. 


Continental Casualty Co. 


The Continental Assurance Co. 
H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 

















Find out for yourself what 
the Pilot has to offer. 





PLOT MOUNTAIN: NORTH CAROUNA 


THE PILOT | 
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We want general agents. 
Name your territory— 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 
Greensboro, N. C. 


A. W. McALISTER 
President 


T. D. BLAIR 
Agency Mgr. 
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| did before prohibition. In my opinion 
the man who uses some alcoholic bever- 


ages daily but does not become intoxi-' 


cated is retaining some of the alcohol 
in his system each day and is a poorer 
risk than is the man who becomes in- 
toxicated only occasionally and between 
sprees eliminates all the alcohol from his 
system. Regarding infantile paralysis— 
I see no reason why one who has had 
infantile paralysis should not have in- 
surance unless the disease so crippled 
him that He is not normally active. 

“The medical profession holds that 
most tuberculosis is acquired in the 
first year of life, and that few adults 
acquire it no matter how much they are 
exposed to it. The germ is taken into 
the system early in life and under un- 
favorable conditions, as for instance the 
conditions that obtained in the trenches 
in France during the war, may become 
active and result fatally.” 


Cancer Usually Fatal 


On the subject of cancer Dr. McCar- 
thy, said that almost all cancer victims 
die as a result of the disease even though 
they may be operated for it. The only 
exception is skin cancer, in which all 
of the affected tissues can be removed 
by operation. 

Mr. Day closed the meeting with a 
brief talk on policyholders’ month in 
which he said that his agency’s average 
so far this year has been $1,000,000 a 
month. August, he said, has been the 
best month so far, and he expects Sep- 
tember to exceed it. 


C. L. COYNER AGENTS MEET 


Group of Mutual Life of New York 
Field Men in Nerthern Illinois Holds 
Convention at La Salle 
The second annual convention of the 
C. L. Coyvner agency of the Mutual Life 


| of New York was held Wednesday of 


non-recreational 


this week at La Salle, Ill. H. D. Reisa, 
superintendent of agents, presided as 
chairman. The address of welcome was 
made by Mr. Coyner. The speakers and 
their subjects were the following: 
“Your Neighbor’s Business Is Yours 
from a Life Insurance Standpoint,” C. 
H. Bente; “Following Up _ Prospect 
Lists and Value of Early Examination,” 
John L. Sherwood; “Competition and 
Methods of Courting Confidence of Pros- 
pect,” Harry L. Whipple; “Why I Am 


with the Mutual Life.” George F. Sills: 
“Definition of New Disability Clause 
and Free Discussion,” H. D. Reisa. 


At the afternoon session the follow- 
ing subjects were covered: 
“Salesmanship and Its Advantages in 
Life Underwriting,” Nathan H. Weiss, 
district manager of the Merman Hintz- 
peter agency of the company in Chi- 
eago; “Service to All Policyholders,” 
Wilbur Grimes; “A Report from the Re- 
ent Field Club Convention at Seattle,” 
Pearle Barnes; “Participating Versus 
Nonparticipating,” Calvin H. Wasson, 
statistician of the Samuel Heifetz agency 
of the company, Chicago; “Hard Work 
rd Its Compensations,” H. D. Reisa: 
“Production, Quotas, Position of 
Agency,” C. L. Coyner. The question 
box, which involved a discussion of com- 
pany rules with reference to new and 
o'd policyholders, was conducted by J. 
H. McBreen, cashier of the Coyner 
agency. 


REGIONAL CONVENTION OPENS 


Central States Delegates of Connecticut 
Mutual Life Gather in Chicago 
for Three-Day Meeting 


Delegates from the central states 
gathered in Chicago this week for the 
central regional convention of the Con- 
necticut Mutual Life, which opened 
Thursday and closes Saturday. Three 
half-day business sessions compose the 
program. In attend- 


; ance from the home office on opening 


day were the following: 
James Lee Loomis, president; Harold 
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F. Larkin, vice-president; Jacob H. 


Greene and Harold N. Chandler, sec- 
retaries; Harry I. B. Rice, actuary: 
Leslie R. Martin, assistant actuary; 
‘thomas Dodd and Gladstone Marshall 
of the actuarial department; Robert L. 
Fisher, assistant treasurer; H. A. Mar- 


telle, M. D., assistant medical director. 

Representatives of the agency depart- 
ment in attendance were the following: 

Harold M. Holderness, superintendent 
Henry H. Steiner, agency 
secretary; F. O. Lyter and H. J. John- 
son, assistant agency superintenderfts, 
and E. C. Sparver, supervisor of publi- 
cations. 

lhe company has two general agencies 
in Chicago, one headed by W. W. Wil- 
liamson and Sidney Welibeloved, and 
the other by Louis J. Fohr. 


ot agencies; 


Speaks on New Labor Company 


George W. Perkins of Chicago, former 
president of the Cigarmakers’ Interna- 
tional Union, and vice-president and 
western representative of the Union 
Labor Life, spoke before the Milwaukee 
Federated Trades’ Council, Wednesday 
night, on life insurance. Mr. Perkins 
outlined the history of the company of 
which he is an officer and told of the 
campaign now on to sell to organized 
workers the idea of carrying life insur- 


ance in a company owned by labor. 
The company was chartered in March, 
1927, with capital stock of $750,000, and 


forms of life 
the Ameri- 
Labor and its stock 
and their officials. 


it writes all the ordinary 
insurance It is indorsed by 
can Federation of 
is owned by unions 


Latta Wins Washington Trip 


At the recent convention of the mem- 
bers of the A. E. Patterson Chicago 
agency of the Equitable Life of New 
York, S. W. Latta won first chance to 
attend the national meeting of Equit- 
able agents held in Washington, D. C., 
Sept. 15-17. 

To qualify for the drawing that re- 
sulted in the selection of a delegate the 
agents must have produced $40,000 of 
business with premiums of $1,200 on six 
cases. For each additional $5,000 of 
business an additional chance was given. 
All chances were marked on a _ board, 
and slips bearing numbers correspond- 
ing to the numbers on the board were 
placed in a box. Each agent was per- 
mitted to choose as many numbers on 
the board as he had chances In the 
drawing Mr. Latta won first chance, J. 
J. McKenna second, and E. T. Marsh 
third. In the event Mr. Latta were 
not able to go to Washington, Mr Mc- 
Kenna would have first and Mr. Marsh 
second chance to substitute. 

Mr. Latta’s production record for the 
first eight months of the vear was $3576,- 
455 of paid-for business en 85 cases; 
premiums, $10,939 


Agents to be Honored 


In the reception room of the new 
Darby A. Day, Chicago general agency 
of the Union Central Life will be placed 

bronze honor roll tablet bearing the 
nemes of all agents under contract 
when the new quarters are occupied 
Reside each man’s name will be re- 
corded the total of business he does 
during opening month in the new quar- 
ters. Work on the new offices is being 
rushed as much as possible, and the 


-gvencv hopes to move on Oct. 1. Ths 
the first month in the agency will 
wholly or in part coincide with policy- 


month. 


Husted in New Post 


Arthur Husted, who been as 
sistant manager of the Travelers in 
Minneapolis and shifted to Chicago in 
a similar position, has arrived in that 
city. He will devote his time largely to 
salary allotment. 


Hearing on Tax Increases 


holders’ 


has 


A hearing on the increase in assess- 
ments of the Kansas life insurance com- 
panies has been set for Sept. 16 before 








yYiim 





viimw 
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the tax division of the public service 
commission. Each of the companies 
will be given an opportunity to present 
its own statement of values but one 
general argument will be made for all 
of them. The companies have had num- 
erous conferences lately working out 
their plans to combat the increase. 


Equitablee, N. Y., “Makes Big Gain 


In August, this year, the 
agencies of the Equitable Life of New 
York made a gain in paid for business 
of $1,210,561, and rolled up a total of 
$58,934,618 for the first eight months 
of the year. The increase over the first 
eight months of last year is, in round 
numbers, $6,000,000. 

The A. E. Patterson organization led 


in August, with $1,589,145 of business; 
the P. L. Girault agency being second, 
with $1,030,700. 


Wisconsin Insurance Day Speakers 

Carl E. Hilbert president of the Hil- 
bert & Baerwald agency of Milwaukee 
and general chairman for Wisconsin In- 


surance Day, 


has announced two more 


speakers for the program. Richard E. 


| Vernor, manager of the fire prevention 


Chicago | 


the Western Actuarial 
Bureau, Chicago, will be one of the 
speakers and E. J. Dunn, president of 
the Loyal American Life association of 
Chicago, will represent the fraternal in- 
surance interests on the program. 


department of 


Kansas Code Is Printed 


Commissioner William R. Baker won 
his fight with the state printing com- 
mission and the new insurance code has 
been printed. In addition to the code 
itself the new pamphlet contains all of 
the annotations of court decisions rela- 
the code which 


tive to every section of 

was not changed by the legislature 
This is a very valuable feature, partic- 
ularly for insurance officials who are 
not lawyers but who wan: to kaow what 
the law may be and also what the courts 
have said about any particular part of 
the code. The copies of the coc+ are 
being forwarded free to all insurance 


companies and also to all insurance law- 
vers on the department mailing :is* 











IN THE SOUTH AND SOUTHWEST 











TEXAS COTTON CROP GOOD 


Outlook for Excellent Returns on This 
Commodity Makes Buying 
Conditions Better 





Texas faces the prospect of having 
a nearly normal cotton crop, while the 
crop will be short in other sections. 
Thus the price of the staple will run 
high and Texas will pront. Cotton at 
the present price will throw enough 
money into the growing sections to give 
people the buying power they have not 
had for three years, especialiy in the 
corn and cotton regions where the iarm- 


ers owe interest, taxes and borrowed 
money of every description. It will 
give them an opportunity not only to 


pay up these debts but a buying power 
of such a volume that the industrial 
districts will enjoy an increased demand 
for their products and enable them to 
run full time whereas they have been 
operating at only 60 percent of capacity 


Change in Miami Firm 

Walter M. Pierce has been elected 
president and general manager of Loch- 
ridge, Baldwin & Pierce, of Miami, Fla., 
under a reorganization of the firm which 
was formerly known as Lochridge & 
Baldwin. The agency will represent the 
following companies: Aetna Life, Pru- 
dential, Sun Life of Canada, Massachu- 
setts Mutual, Jefferson Standard, Mu- 
tual Life of New York: and the Union 
Central. Mr. Pierce was formerly 
cial agent and assistant field supervisor 
of the Aetna with headquarters at Hart- 
ford and more recently has been the 
branch manager of the Aetna Life at 
Atlanta, Ga. Mr. Pierce is also presi- 
dent of the Miami Life Underwriters 
\ssociation 


spe- 


Connecticut Mutual Agents Meet 


Southern agents of the Connecticut 


Mutual Life opened a three day conven- 
tion Monday at Signal Mountain Inn, 
near Chattanooga, Tenn More than 
100 agents are expected. Officials from 
the home office include James Lee 
Loomis, president; H. H. Stiner, 
agency secretary; Holgar Johnson, su- 
perintendent of agencies, and Dr. Al- 


ton Head, 


niedical director. 





American National Erects Building 


_The American National of Galveston, 
. is to erect an 11 story building at 
* corner of 21st and Mechanic streets, 
it is announced. The new building will 
be in the same block as the present 
home of the American National. Just 
what the new building will house has 
not been announced 





company in 
controlling 


fire and marine insurance 

which the Moodys own the 
stock will be domiciled in the new build- 
ing and that a good deal of the space 
will be occupied by offices of the various 
enterprises in which the Moodys are in- 
terested. There is a report also, that 
the two daily papers in Galveston will 
be moved into the new building. None 
of these reports has been verified. It 
is said the new structure will be com- 
pleted at a cost of $750,000 





“Insurance 


Proclaim Tennessee Day” 
} 


of Tennessee has of- 
Sunday, Oct. 2, as 
to be celebrated 
throughout the state His proclamation 
states in part: “Insurance of all kinds 
has an indispensable purpose and value. 


Governor Peay 
ficially proclaimed 
“insurance day” 


Our people should recognize its im- 
portance and protect their lives and 
property. This practice has not orig- 
inated for any selfish end. Society is 
vitally interested in its problem ot 
human dependency It is morally 
wrong to leave widows and children to 
public care. Those charged with the 
support of dependents are guilty of such 
wrong, when they leave them to the 


pitiless ravages of want and destitution.” 


Lessons from Inspections 


The “Inspection News,” published by 
the Retail Credit Company, gives a 
story of 25,000 life inspections, the sum- 
mary being made by B. A. Richardson 
of the underwriting division. Mr. 
Richardson states that one of the strik- 
ing points brought out in this analysis 
when amounts are considered, is_ the 
consistent average of unfavorable in- 
formation on the medically examined 
business and its gradual increase on the 
larger amounts. In contrast to this con- 
sistent average, Mr. Richardson states, 
is the sharp increase in the percentage 
of unfavorable non-medical reports in 
the $2,000 and $3,000 groups He 
it indicates that applicants who know 
themselves to be uninsurable try to get 
by on the non-medical plan for what is 
the usual limit for companies writing 
this type of insurance 


savs 


Large Estate Shrinks Rapidly 


\ state inheritance tax of $127,376 has 
been assessed against the estate of Mrs 
Fannie H. Higbee, St. Louis, who died 
Jan. 18 last, it is shown by the ap- 
praiser’s report. This levy was based 
on an estimate that the estate 
worth net $1,159,174. The appraiser 
found that the estate had a gross value 
of $1,336,417, but the federal and state 
taxes 
administration 


} 


costs 


and other 


It is reported the | out another $83,264. 


} 


was 


ate up $91,156 of that sum while | 
wiped | 
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SOLEMN 
OBLIGATION 


Wise insurance salesmen have found that 
their duty does not end with the placing of 
a policy. 


There is service to the policy- 
holder to be considered, 
and indication of its 
importance is found in the 
declaration of one succ 


an 


ess- 
ful underwriter. 


“The agent,”, he has said, 
‘should devote at least fifty 
percent of his time to 
giving service to those he 


has sold. 


Prudential Low Net Cost 
Protection, available 
through Ordinary 
Agencies located in 
all larger cities, is 
coverage no salesman 
need hesitate to follow 
up with service calls. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office - 





Newark, New Jersey 

















THE NATIONAL 





UNDERW RITER- 















CALIFORNIA STATE LIFE 


SACRAMENTO 


J. Roy Kruse 
President 


DeEcEMBER 31, 1926 
ADMITTED ASSETS 


















Real Estate—Home Office Building........... ee ee $ 1,544,922.75 
All other Real Estate........ iccphhnnbeedeeeketneee ..-- 276,092.06 
First Mortgage Loans—Secured by real estate appraised 

at over $10,000,000 ...... sesecbianniente cccccccccccce SMERSURIZ 






Policyholders’ Obligations—Loans and lien notes to ac- 
commodate individual policyholders, secured by cash 











values of their policies..............eeee- enevess ae 2,255,765.S2 
Cash on Hand and in Banks—Over 60% drawing interest 444,076.30 
Bonds—Government, Municipal and Public Utility.. 675,307.03 
Interest Due and Accrued—Mortgage loans and bonds.. 128,378.54 
Premiums in Course of Collection—Secured by legal re- 
serves—All other assets ....... éauseSe pbeawhbbeened es 437,321.84 











seenpavenesoduonel $10,220,766.76 
LIABILITIES 


Net Reserve—Set aside to meet insurance obligations as 

they may fall due by death or pasanecind of policies 

amounting to ..--$ 8,615,708.36 
Deferred Pagtnente—Meneys held at intevest for future 

payment to beneficiaries under deferred payment 








Teer re eee eee eee eee eee 























DURONOEES ooccncecesnceudsbadocdcenebe ebb ctkebwaked 124,954.55 
Claims Reported—Cash set aside to pay claims which 
have been reported but of which proofs have not 
DOE NE ot ci eens bieaseeenteheses 44,300.00 
Premiums and Interest Paid in Advance and Accounts 
SS ee PESEALS GOSS F BASES S Ss OO 94,185.64 
Taxes for 1926—Reserve to cover taxes payable during 
CEE SORE, 6.5 bbnid 0 dcd esas) 900 cedaeesntidind oudinea 45,902.38 
Reserves for Depreciation of Home Office Building and 
for Fluctuation in Value of Securities............... 103,669.55 
ee ND bkindacncdsceccsacenesdteddakeneades 153,529.36 
I is si eee ebaen named $500,000.00 
Unassigned Funds—Surplus .................- 538,516.92 
Policyholders’ Surplus—All of which forms a fund for 
additional protection of policyholders............... 1,038,516.92 
iidendkéinedendnteandnnidetenenasenedete . .$10,220,766.76 





Admitted Assets, Over 10 Millions 


Insurance in Force, Over 70 Millions 







Agency openings for responsible men in 








California, Oregon, Utah, Nevada, Arizona, Texas & Oklahoma 


Address 
M. F. Branch, Manager of Agencies, Sacramento 









































GENERAL AGENTS 


[If You Are Looking For A PERMANENT Connection 
With A PROGRESSIVE Company 
Write The Home Office For Your Copy 
Of The March Issue Of The SHIELD 


This Publication Will Give You An Idea of The Com- 
pany’s Growth And Accomplishments 
Since Its Organization 


If This Appeals To You, Our General Agency Contract 
For Openings In Ohio, Indiana, Illinois, Kentucky, 
Pennsylvania, West Virginia, Tennessee, Louisiana and 
District of Columbia 


WILL SELL ITSELF 


THE FEDERAL UNION 
LIFE INSURANCE COMPANY 


4 East Ninth Street, Cincinnati 
FRANK M. PETERS, President and General Manager of Agencies 
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PACIFIC COAST AND MOUNTAIN FIELD : 














ADAMS HEADS OREGON LIFE, 


Elected to Succeed the Late A. L. 
Mills as President of Port- 
land Company 


reference to the business outlook of 
the northwest: 


“Never in the northwest have there 


been such favorable opportunities for 
|the life insurance salesman. Crop 
vields are exceeding all expectations. 


| The total sales value of all Montana’s 


PORTLAND, ORE., Sept. 14.— 
Charles F. Adams has been elected pres- 
ident of the Oregon Life of this city, | 
succeeding the late Abbot L. Mills. The 
new incumbent has served the company 
as treasurer for the past 18 years and 
as a director for 19 years. 

He had been closely associated with 
the late president for the past 38 years 
in a business way and will continue 
the same conservative policy of man- 
agement of the company as established 
by his predecessor. Mr. Adams is also 
president of the First National Bank 
and the Security Savings & Trust Com- 
pany. 


Outlook in Northwest Bright 





! 
| 

H. R. Cunningham, president and gen- | 
eral manager of the Montana Life, in | 
an open letter to the company’s agency 
force made the following statement with | 


| agricultural products this year, for in- 
stance, will be about $141,000,000, or 
about a third greater than a year ago. 
The cash income of North Dakota 
farmers, disregarding entirely crops re- 
tained for feed, is estimated at $164,000,- 
000 this year as against $91,000,000 a 
year ago; South Dakota, $90,000,000 as 
against $20,000,000 a year ago. The re- 


| port indicates the same relative increases 


over last year will likewise be recorded 
in Washington, Oregon, Idaho and Cal- 
ifornia,” 


W. E. Webb on West Coast 


Walter E. Webb, vice-president, Na- 
tional Life, U. S. A., is in San Fran- 
cisco, where he has been conducting a 
three-day regional convention of com- 
pany representatives in this territory. 
A banquet was held on Monday eve- 
ning. 











_IN1 THE ACCIDENT AND HEALTH FIELD | 











ACTIVITY SEEMS FRAUDULENT | 


Cashing of Worthless Expense Drafts 
Issued by Non-Existent Concern 
Leads to Many Inquiries 


Correspondence between the Connec- 
ticut department and severa! firms in 
California has led to the suspicien that 
a person representing himse'tf to be an 
adjuster for the Guardian. Health & Ac- 
cident of North America, the homie of- 
fices of which are alleged to be in Hart- 
ford, is practicing a fraud in that state. 
After the department received two or 
three letters requesting information as 
to the status of the company, it at- 
tem] ted to secure informat‘on as to the 
reasons for the inquiries and learned that 
a man representing himseli to be C. A. 


Allen, adjuster for the “Guardian 
Health & Accident Insurance Com- 
= ” _ “ . 1 - ° 
pany” had been “going through Cali- 
fornia presenting loss expense drafts 


presumably issued by the assistant treas- 
urer of the Guardian Health & Acci- 
dent on a regular expense draft form, 
which drafts are supposed to be pay- 
able at the home office at Hartford. 
These drafts are being presented at var- 
ious hotels for amounts ranging from | 
$25 to $100. The drafts are very simi- 
lar to the usual expense drafts issued | 
by the insurance companies and of | 
course are readily cashed.” 

Inouiry was first made by the Bos- 
ton office of the Burns Detective Agency 
and later by an insurance — and hotel 
manager in Sacramento and San Diego, 
Cal. The drafts have been found to 
be worthless and efforts are being made 
to apprehend the man calling himself 
C. A. Allen. The Connecticut insur- 
ance department has been unable to 
identify the man, nor is there anv com- 
pany on record as the Guardian Health 
& Accident of North America. 





Gets Accident General Agency 


Ennis PD. Luther, general agent for the 
Aetna Life at Bridgeport, Conn., has also 
heen given a general agency for the ac- 
cident, health and group disability busi- 
ness in Fairfield County, Conn. The 
Bridgeport branch office of the casualty 
departments of the Aetna Life and affili- 
ated companies also will continue to 
write accident and health insurance, re- 
porting it through the casualty depart- 
ments. Ennis D. Luther is a son of Vice- 
President K. A. Luther of the life depart- 
ment 





FINDING MANY OVER INSURED 





Adjusters Call Attention to Danger of 
Moral Hazard Being Injected Into 
the Business 





Claim adjusters for accident and 
health companies say that industrial 
companies some years ago had a blank 
on the application showing the amount 
of wages earned. Indemnity was limited 
to 75 percent of the wage earnings. A 
number of companies, however, have 
omitted the direct question as to amount 
of wages or salary, merely carrying a 
Statement signed by the assured that the 
indemnity applied for “does not exceed 
my average monthly earnings.” Adjust- 
ers say that there an intreasing 
number of over insurance cases. Owing 
to this over insurance, adjusters say 
that considerable moral hazard has been 
injected into the business. The way 
left open for speculative insurance. Un- 
doubtedly companies have been imposed 
on because more insurance is carried 
than should have been allowed. Some 
companies are telling their agents to be 
more careful in finding out a man’s 
wares. 


is 


1s 


Receiver for Florida L. & A. 


Johnson H. Pace has been appointed 
receiver for the Florida Life & Accident 


of Miami, Fla. The company was li- 
censed by the Florida department Feb 
19, 1926. Following the Miami hurri- 
cane the company changed its business 
from accident to industrial life, accident 
and health. Its funds were invested 
principally in first mortgages on im- 


proved real estate in the vicinity of Mi- 


ami. Admitted assets at the end of last 
year were $109,089. The capital was 


$100,000. 





Takes Over Freeport Company 


The Illinois Mutual 
Peoria, Ill... of which O. L. 
president, has taken over the Prairie 
State Casualty of Freeport, Ill, wh 
was organized in 1916. Its last annual 
statement showed assets $8,282; liabili- 
$2,915: income, $27,742; disburse- 
$28,061 Its business was co 


Illinois. 


Casualty ot 
McCord is 


ties 
ments, 
fined to 


Reinsurance Deal Abandoned 
MILWAUKEE 14.—The 


reinsurance contrac between 


Sept proposed 


the Mid 





95 
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ore: . | . : . , 
land Casualty of Wisconsin and the /|claim adjuster of the Federal Life of — 
American Bankers, which has been pend- | Chicago, who is also secretary of the } 
ing before the Wisconsin insurance de- | International Claim Association. The 


partment, has been definitely and perma- | question of whether hernia can ever be 
nently abandoned, according to an an- regarded as an accident is one of great ° 
nounecment of H. O. Maxwell, secretary | interest to both accident and compensa- 

an dmanager of the Midland. The ques- tion insurance men. The Direct Agency System a Success 


tion of reinsurance was involved follow- 


ing the purchase by the American Bank- | —— olte e 
ers of Jacksonville, Ill, of a controlling | * ake 

interest in the stock of the Midland Michigan Agents Met One Hundred Millions in Force 
Casualty Cc. Y¥. Rowe will continue as LANSING, MICH., Sept. 15.—Over a 
president of the company, Orlaf Ander- |seore of Michigan agents for the Busi- 
son as treasurer, and H. O. Maxwell as | ness Men's Assurance of Kansas City, 

secretary and general manager. Mr. | Mo., were in attendance last week-end THE COLUMBUS MUTUAL LIFE INSURANCE CO. 
Maxwell has been in active management | at a sales conference held at the Hotel 


of the company since 1923. The company | Olds here. President W. T. Grant from The Third Ohio Cc y to R } th Hund i Million M 1 


operates in six states and has an annual | the home offices and L. L. Graham, chief 





premium income of $300,000. |} claim adjuster, were among the chief 
an speakers. Ross Roberts, state superv . 
: ae . ix de alana, Gas Wn dieeah chan It took the first company thirty (30) years and the 
Compiles Authorities on Hernia eee ie & 2 age, aur : 
|of the meeting. The company’s sales second company twenty-eight (28) years to accomplish 
An interesting compilation of authori- | forces were welcomed to the city by | ck a 2 : = 
ties on hernia has been made by A. W. | Vice-President Clarence Bement of the | what The Columbus Mutual has accomplished in nineteen 
Pettit, assistant eneral -ounsel and ‘Lansing Chamber of Commerce. 
pidge r cerca ts . : and a half (1914) years. 





——— | 

1 | Our business has all been written direct through our 

NEWS ABOUT LIFE POLICIES | own agents. THE COLUMBUS MUTUAL HAS PASSED 

; IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
De ceed tle Cane, Peblned Ares = Pra ent: me i AGE OR OLDER and only one younger company has more 


PRICE, $4.00 and $2.00 respectively. | business in force which did not combine with or reinsure 
- = other companies. 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 

















NEW RATES OF LINCOLN LIFE ! porary insurance for a period for more 


|} than one month the charge will be for 
the complete number of months together 


Reduced Schedule of Premiums for | with a pro rata charge for a fraction of 
incipal . the month. 
Princi Policy Forms For example: 
Is Given (a) Monthly term rate $10,000 of in- 


| 
| 
| 

a surance, age 30 years, for two months, | ” 

The mie : , , ooo 17 days the charge would be determined | 
: he new rates on the principal pol- | a. ¢oliows: Monthly term rate is 86 | 
icy forms of the Lincoln National Life, | cents. As each month is to be considered | 
| 


“TWO HUNDRED MILLION IN ’32” 
HELP WRITE THE SECOND HUNDRED MILLION 





reductions are chiefly on age groups 
above 38. In addition a new policy is 
included in the new manual, a life in- 

; . : and the charge for $10,000 would be 
come policy, on which the rate varies | goo 49 


plus the charge for two months of $1.72 
| gives a total premium on $1,000 of $2.21 


announced last week, are subjoined. The | as having 30 days the charge for 17 days 
would be 17/30 of 86 cents or 49 cents 
Insurance Company 
580 E. Broad Street, Columbus, Ohio 






























$1,000, neither double indemnity nor dis 





both by age of assured and age of bene- (b) Monthly term rate $5.000 of insur- : 

ficiary. The new rates per $1,000 on! ance, whole life, age 35, three months, | Cc. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 

the principal forms are as follows: 10 days—with disability coverage W and 
Ord. 20Pay End. 20Yr. E DA. , 

Age Life at 85 End, at 65 Monthly term rate for insurance on | 

15 $12.20 2.70 $40.01 basis of the unit of $1,000 is $1 cents; for | 

16 12.43 2.96 40.06 disability is one-twelfth of the ordinary 

17 12.67 24 40 life disability premium ($29.38 less 

. ‘tes 4 40 1 $26.35) or one-twelfth of $3.03 or 25 cents, | 

20 13.48 14 40 Hence total monthly term premium is 

21 13.77 48 40 $1.16 and for three and one-third months 

22 14.08 83 40 is $3.87 and for $5,000 of insurance is 

23 14.41 20 40 $19.35 

24 14.75 f 40 ss 

25 15.10 5.98 40 

2 15.48 6.40 0 : 

Ee at Montana Life 

2 16.2% 7.32 46 The Montana Life announcs that ap 

ZY 16.73 7.82 41 plicants eligible under selective risk 

: ‘4s rt © rules will hereafter be accepted, on the 

3 18.19 9.47 1 selective risk plan only, for policies in 

3% 18.73 3 1.! amounts of $500 on all regular forms 

3 9.3 1.7 excepting term, preferred risk and joint 

3 1 ,;On all policies issued in amounts under 

40 


Oe ee ee 
coe tore 








+ 3 ability benefits will be granted 
19 2 
41 Illinois Bankers Life Home Office 
42 re : Armour Boulevard and Main Street 
43 rhe Illinois Bankers Life of Monmout! 
44 Ili., has announced a new “big dollar” | 
j 45 2.4 policy, to be sold at a flat premium of td e 
‘7 46 $1 monthly for all ages from 15 to 50. | 
- 46 The amount of coverage is graded ac- | 
48 4 
49 48 cording to the age of entry, remaining 
50 49 constant thereafter It is an ordinary 
51 50 life policy with an option of paid-up life 
52 51.6 insurance at age 70 It carries double 
Bd oe.! indemnity for accidental death and 7}, “y) 
BB 4 triple indemnity for travel accident or 
56 5 pedestrian accident. The company has r. ” an . : 
57 5 announced its policy with a huge adver- Kansas ( ity, Miss« url 
58 t . tising campaign, carrying full page 
4 oss - }epace in Kansas City, Dallas and Okla There are men selling life insur- If you are qualified, make your- 
‘= . a yee oy os Sp “ a - : ance today whose present opportu- self known at once to the Midland 
a — « ca e¢ 3 cities it i °° . ° . . 
aoe atemniehian ah emer Kanaan the | nities are limited but who have real Life, a solid, progressive company 
State Mutual Life schedule of death indemnities graded by futures. They are experienced, With $33,000,000 insurance in force 


—a company that meets competi- 


a premium of $1 monthly is as follows write a ood volume of business . : wr 
8 tion in all standard forms of policies 


The State Mutual Life says that in the 














past it has beer ts practice to ché re 3° ou : 

at ‘full month's icra ste Seiten sate See 40 elgg eee 28m oe ane actually eocperates wah te 

iny period less than 30 days This has 41 full . : 7 field forces. . . : 

been changed to the following regula- +h earning capacity. There are _choice openings in 

tions which will hereafter govern tem- 44 Denver, Sedalia, St. Joseph, Wich- 

porary term premiums: 45 Many deserve to be and should ita, Salina, Dallas, San Antonio and 
The minimum charge of one month's 46 succeed as general agents or district elsewhere. 

te rate wi > ade P e COV- 7 ; H ; ‘ 

term rate will be made whether the cov- i felda, representing & sound, grow. ger future today. Aniiwes pour Mae 
I s s f , ’ o 6 e r le 

a shorter period. If, for example, the |2o-c00++ 621 87.2000: 19 - - oo ting a sound, w- ger future today. Address your let- 

policy was issued June 15 under tem- | ~° wes wii Litecaghe ™ s — ter to the undersigned pe nally. 

porary term insurance to July 1 the The policy is issued without medical | anie > erode 

charge would be the temporary term rate | examination, where such may be done | Daniel Boone, [ re side nt 

for one month the usual nonmedical questionnaire being 








Where coverage is desired under tem- . used in such cases 
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NEWS OF THE PRUDENTIAL | of the largest companies of the United 


| States and is destined to go still higher 


Some Leading Features of the Week 
Among the Field Workers—Pro- 
motions Announced 





assistant 
No. 2 


Wilkinson, 
the Cleveland 


superin- 
district 


Karl G. 
tendent of 


of the Prudential, is out in front among | 


the Divisjon F assistant superintendents 


in ordinary net issue. He also ranks 
25th in the entire company. 

Agent Lonzo D. Stubbs of the Des 
Moines, Ia., district, has been promoted 
to assistant superintendent in the same 
district. 

Agent Russell S. Stewart of Detroit 
No. 4 has been promoted to assistant su- 
perintendent in that district. He was 
appointed agent on Dec. 31, 1923 


Sidney A. Wright, an agent connected 


with the Chicago No. 106 district, is to be 
commended upon the splendid all-round 
record credited to him durimg the year 
The debit he controls is a large one, and 
the arrears carried are very small, while 
the net advance payments are well ove 
500 percent The yearly collections also 


show a good amount over the company's 
standard. 

On Sept. 7, 
appointed an 
Tarentum 


1925, Delbert E. Smith was 
agent at Kittanning, Pa., 
district He is now the lead- 


ing agent of Division “E” in ordinary 
The following agents of Division “L,”’ 
have been appointed assistant superin- 


tendents: Thomas A Aven, Ardmore, 
Okla.; George R. Manning, Omaha: Rush 
Cunningham, Miami, Okla. 
Joplin, Mo.), and Sidney A. 
Columbus, Kan. (detached of 
Kan.) 

Assistant Superintendent Ss 
Clutter of Omaha, Neb., has been 
ferred to Oklahoma City, Okla 

Maurice Wasserlauf of Passaic 
been promoted to superintendent of the 
l’assaic, N. J., district Due to the ill- 
ness of the late Superintendent George 
Mr. Wasserlauf took charge of the 
Passaic district in July of 1926 


Johnson, 
Parsons, 


Frank 
trans- 


has 


Lee, 


Death of George H. Pitcher 


George H. Pitcher, superintendent of 
the John Hancock Mutual Life at Pitts- 
field, Mass., recently died. He had been 
continuously in the company’s service for 
12 years. He was 74 years old. 


Prudential Holds Conference 

The Prudential is holding a conference 
Thursday and Friday of this week in St. 
Paul for leaders of the company in Wis- 
consin, Minnesota, lowa and four 
Canadian provinces This is one of a 
series of district conferences Several 
company officials will be present. 


SUPERINTENDENTS IN SESSION 
Western & Southern Men Attend Two- 
Day Conservation Convention 
in Cincinnati 





Che annual convention 
intendents of the Western & Southern 
Life, virtually a conservation meeting, 
was held in Cincinnati last Friday and 
Saturday. The company’s own conven- 
tion hall is now crowded with desks, 
due to the increased space required at 
the home office. A 10-story addition to 
the home office building is now being 
planned but until this is erected, about 
a year from now, conventions will have 
to be held at one of the hotels 
This year’s meeting was particularly 
important, since it gave the company 
/pportunity to go over with its super- 
intendents the results of the reinsurance 
of the Public Savings Life of Indian- 
apolis, a company of some $130,000,000 
of insurance in force, which business 
had to be absorbed in the various dis- 
tricts of the Western & Southern. It 
is on this work that most of the super- 
intendents have been busy the last few 
months. A $60,000 a week debit had 
to be absorbed. No figures are officially 
given out, but it is understood the loss 
in this debit has been only $10,000 or 
less. 

The Western & Southern is now one 


of the super- 


| president 


in its rank, Its organization, following 
consolidation of the Public Savings’ 
business, consists of 125 superintendents, 
682 assistants, 2,900 agents and 35 spe- 
cial men. The company has assets of 
over $74,000,000. Its assets on January 
1 of this year were $65,000,000. 

The convention this year was marked 
by the celebration of the return from 
Europe of President W. J. Williams. 
Mr. Williams was signally honored Sept. 
1 at a banquet of the Western & South- 
ern Legion when he was made honorary 
of Chapter I and_ presented 
with the diamond button of Class 1. 

Che features of the meeting on Friday 
morning were, the president’s address, 


| the address of Judge Lueders of the 
| probate court of Cincinnati, and of John 
| L. Shuff, general agent of the Union 
Central Life. Much of the time was 
given over to regional meetings. The 
banquet was held Saturday night, Presi- 
dent Williams presiding. 


Alter Legal Bulletin Index 


The American Life Convention has 
announced a material change in the 
make-up of the index of its Legal Bul- 
letin. The new index is somewhat more 
fully descriptive of the cases referred to 
and carries both general headings and 
sub-titles. An effort has been made to 
make the index conform more nearly 
to indices of various legal publications. 
The bulletin also includes a cross index 
of cases, both by plaintiff and defendant, 
showing jurisdiction in the index. In 
addition all cases are grouped under 
titles and sub-titles alphabetically by 
states 
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| SUCCESS LIES IN THE MAN 


(detached of | 


Chester O. Fischer Tells Indianapolis 
Association That All Other Factors 
Are Subordinate to Individual 


INDIANAPOLIS, Sept. 13.—“The 
thing we must do if we want to become 
a success is to become a master in our 
line of endeavor,” Chester O. Fischer, 
general agent of the Massachusetts Mu- 
tual Life in St. Louis, told Indianapolis 
liie underwriters at the opening meet- 
ing of the association last Friday after- 
noon following an afternoon outing and 


chicken dinner at a local park. In his 
|address on “Assets and Liabilities” Mr. 
Fischer gave a survey of the resources 
upon which the life underwriter may 
rely and also the causes which lead to 
failure. 

The responsibility of the genera! 
agent or manager in selecting men is 
no light one, Mr. Fischer said, for not 


only can mistakes prove costly to the 
manager but they are also certain to 
injure the man himself. “The funda- 
mental essential to success,” he said, 
“lies within ourselves. We all have pos- 
sibilities but our ability to control our- 
selves is the important factor.’ Man 
should not be a creature of circum- 
stances but should cause circumstances 
to be controlled. The ability to control 
the situation and the other fellow deter- 
mines success. Our real 

is with ourselves. “In the 

sis,” he said, “it’s tour own 
We must be life, body, heart 
in this and the 
win.” 

President William H 
and introduced a number of innova- 
tions which were well received. Joel I 
Travlor led in community singing, Mrs. 
Travlor furnishing the piano 
paniment. Ten new members” were 
voted upon and received, Frank L 
lones made comment on the coming 
convention at Memphis and predicted a 
verv successful meeting. 


final analy- 
resolution 
and soul 
will to 


business have 


Meub presided 


accom- 


Lafayette, Ind Elbert Storer of In- 


dianapolis, state agent of the Bankers 
Life of lowa, was the speaker before the 
Lafayette life underwriters at their Sep- 
tember meeting Mr. Storer gave a help- 
ful discussion of life insurance selling 
He said that’statistics showed that per- 
sons who take out life insurance live 
longer than those who do not, and that 
annuity insurance policyholders have an 
even greater longevity than those who 
carry ordinary policies It Was an- 
nounced that a meeting of life under- 


writers and bankers was being planned 
for the 
Association 
Head- 
Norte 


the date 
Texas 
Paso 


del 


Oct, 3-4 is set 
meeting of the 
Underwriters at El 

will be at the Paso 


Texas 
annual 
of Life 
quarters 


hotel. This vear Texas, New Mexico and 
Arizona life men will participate in the 
convention The session will close with 
a barbecue dinner at Juarez, Mex., which 


is across the river from El] Paso 


competition | 


| EDUCATIONAL MEETINGS SET 


New York Life Underwriters Associa- 
tion Arranges Interesting Schedule 
of Speakers for Season 

NEW YORK, Sept. 15.—The pro- 
{gram for the special series of nine edu- 
cational meetings to be held here this 
fall and winter by the New York Life 
Underwriters Association has been prac- 


tically completed, it was learned here 
today. These meetings, which will be | 
held in the auditorium of the Federal 


Reserve building, will begin in October 
and continue through March, being sup- 
plementary to the association’s regular 
dinner meetings that will be held each 
month at Hotel Astor. 


| the 


September 16, 1927 


business seem to be doing as well as 
ever.” He advised the insurance men to 
be prepared, keep up their enthusiasm, 


make a plan for each day and then in- 
dustriously go after business. He 
stressed particularly the value of 


monthly income insurance and the many 
advantages to the underwriter of work- 
ing in close harmony with the trust de- 
partments of local banks. 

Hawley Mead of Mead & Mason, gen- 
eral agents of the Northwestern Mutual, 


acted as toastmaster and introduced Mr. 
Woodward Osborne Crafts had charge 
of the musical program and rendered a 


beautiful solo in addition to singing with 
life insurance quartette Plans for 
doubling the membership of the local as- 
sociation were announced by Vice-Presi- 
dent Willard V. Swartzbaugh President 


Evans offered a pen desk set to the mem- 


| ber 


These all-star meetings will begin | 
promptly at 4:45 p. m. on the days 
scheduled and will last one hour, and 
will be open to all life insurance men 


without charge. The appearance of the 
following speakers has already been ar- 
ranged for, according to John C. Me- 
Namara, Jr., chairman of the program 
committee: 

Oct. 20, Charles Hinkley, general 
agent of the New England Mutual Life, 


Buffalo; Nov. 3, William H. Beers, gen- 
eral agent of Mutual Benefit Life, St. 
Louis; Nov. 17, James H. Rand, Jr., 


president of Remington Rand, Inc., who 
kes 
his 


carries $5,000,000 of insurance on 

; life, and who will be the only speaker 
in the series not in the life insurance 
business: Dec. 1, pending; Dec. 22. 


Spalding, general agent of 
he Mutual Benefit Life, Baltimore: 
lan. 26, Thomas M. Scott of Philadel- 
nhia, largest personal producer of the 
Penn Mutual Life: Feb. 9 and 23, pend- 
ing: March 8, Clay M. Hamlin of 
falo, the country’s outstanding personal 
writer, who last vear was credited with 
an annual production of $11,000,000. 


Leonard A 


The first fall meeting of 
association week, at 
Hull, managing director 
association, was the 
principal speaker, brought out one of 
the largest crowds that has ever at- 
tended a dinner affair of the association 
Mayor William F. Broening also made 
an address in which he spoke of the 
great strides which have been made in 
life insurance in the past \ short busi- 
ness meeting preceded the dinner The 
ssociation decided to continue its night 
|school of life insurance in connection 
with the Y. M. Cc. A Leonard A. Spald- 
ing was elected dean for the third 
cessive term 


Baltimore 
the Baltimore 
iwhich Roger B 
f the National 


last 


suc- 


* 
The Toledo association opened 
its fall last week with a lunch- 
eon attended by about 100 Milton L 
Woodward, Detroit general agent of the 
Northwestern Mutual, addressed the 
members on “1927 Selling Methods.” “We 
make our own depressions in large meas- 
ure,” he said “Up in Detroit we have 
heard a lot about depression this sum- 
mer, but individuals who are going after 


Toledo 
season 


3uf- | 


bringing in the most new members 


before Jan. 
~~ * *K 
for 
Sat- 


activities 
will open 
meeting at 
interest- 


Oklahoma—The season's 
the Oklahoma association 
urday noon with a luncheon 
the Huckins hotel. A specially 
ing program has been arranged with 
George L. Willmann of Chicago as key 
speaker. Mr. Willmann was for several 
years connected with the advertising and 
departments of the Studebaker 
serving at different times as 
manager, assistant general 
sales manager and manager of the Chi- 
cago branch He is widely known as an 
inspirational talker and has appeared be 


sales 
company, 
advertising 


fore some of the leading organizations of 
the eountry 
New Oklahoma Fraternal 
The Dark Races Benevolent Associa- 
tion of Oklahoma City has amended its 
charter to conform with the fraternal 
iaws of Oklahoma The organization 


benevolent asso- 
will operate as a 


formerly operated as a 
ciation, but in future 
fraternal 


Insurance Stock Quotations 





H. W. Cornelius of Charles Sincere 
& Co., the adjustment house of Chicago, 
gives the following current insurance 
stock quotations: 
Div 
Per 
Share 
Stock Par Bid Asked ‘ 
1!Ab. Lincoln Life 20 30 35 5 
|} Agricultural Life 0 
| American Bankers. .1.56%4 The 1% 
American Cent. Life.100 190 ‘ S 
American Drug. Fire 25 75 g0 12 
American Res., N. Y. 16 49 54 22 
Central Life, 11 20 43 47 8 
Central States Life 5 23 17 
Chicago Fire & Mar. 10 12% 16 8 
Chicago Nat. Life 1 20 
Col. Nat. Fire .. 25 15 17 10 
Conserv. Life, Ind. 10 5 6 
| Continental Assur 10 RO 16 
Continental Cas 16 75 80 16 
Continental Life, Mo. 106 32 38 10 
Detroit Nat. Fire 25 20 24 { 
few M. Life & Ann.. 10 7 81, 
Excelsior, N. Y. . 5 % 11 
Farmers Nat. Life 5 16 20 0 
Federal Surety 100 R5 
Gt. American Cas. 25 15 20 
Great Lakes Fire 10 10 13 10 
|} Ilineis Fire 100 125 : 10 
International Life 25 70 75 12 
Inter-Southern Life 1 2%, 3% «G6 
Interstate Fire 25 33 35 { 
Iowa Nat. Fire 100 125 130 8 
Iroquois Fire 50 40 60 
Lincoln Nat. Life 10 Ro 93 20 
Metropolitan Fire . 10 9 11 10 
| Milwaukee Mech 1” 46 4714 18 
Mo. State Life 10 77 79 12 
|} Montana Life 10 11 13 s 
| National Casualty 10 «333 a 16 
New Brunswick Fire 10 60 65 
New Century Cas 50 95 8 
1 Ne w England Fire... 16 45 15 
| New Hampshire Fire.100 16 
| North American Life 50 20 
| Northern States Life 10 8 
iN. W. Nat. Fire 25 1 30 
|New World Life 10 12 14 S 
| Ohio National Life 10 38 ; Ss 
|} Old Line Life 10 31 35 15 
|} Peoria Life . ; 10 40 15 
Pioneer Fire 20 2 
| Standard Amer. Fire 25 12 
} St. Paul Fire & Mar. 25 170 14.4 
Western Union Life.100 175 8 
Wis. Nat. Life 10 16 x 


Frank L. Howell 


Frank L. Howell has been appointed 
assistant agency manager in the L. 
Kellogg agency of the Equitable 
of New York in Chicago 


Life 
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NEWS FROM NEW YORK | 











DIES AN HOUR LATER 


“Insure Now” is the moral of this 
story from Worcester, Mass. Loren 
Ringer a 55-year-old engineer of the | 
Walden-Worcester Wrench Company, | 
was examined one day this week for a 
hfe insurance policy. He passed with 
fiving colors, paid his premium and was } 
well content. Returning to the com- 
pany’s plant, he was telling some fel- | 
iow workers of how healthy the insur- 
ance doctor had found him when he | 
suddenly dropped to the floor—dead. 

* * * | 
MOST PROSPEROUS LINES 


Are You in a Blind Alley? 


Can you see a way to better things in your present job? 
Will it land you where you want to be in ten years from now? 


A Man Can Go Dead on Any Level 


If you have thought about your job, and believe it is a 
blind alley, why not talk over working for this company. 











Reports for the country as a whole | 
indicate that the following businesses | 
are at present enjoying the greatest | 
measure of prosperity, according to a | 
survey recently made by Ives & Myrick, 
general agents here of the Mutual Life | 
of New York: Baking, boots and shoes, | 
carpets and rugs, chemicals and allied 
products; cotton goods; women’s cloth- 
ing; silk goods; boat and shipbuilding; 
flour; leather; hosiery and knit goods; 
petroleum refining; printing and woolen 
goods. In general these lines offer bet- 
ter prospects at this time than businesses 
of other kinds. 





The necessary requisites are character and a desire to 
get ahead. 


We Will Help You on Your Way 


Write us, and in your letter, tells us all about yourself. 
















_ a= 
COMPLETE GROUP PROTECTION 





WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 


Quoting the remark of Sir Joseph 
Burn, who said at the recent interna- 
tional congress of actuaries at London | 
that life insurance is socialism on a 
broad basis and of the right kind, Vice- 
President William J]. Graham of the 
Equitable Life of New York pointed out 
the remarkable fact that all life insur- 
ance in force in England is only slightly | 
more than the total amount of group 
insurance in force in this country, add- 
ing that only a beginning has been made 
n writing this form of coverage, which 
is only a little more than 15 vears old. 
It is coming into more demand every 
day, he said, citing the case of the em- 
ployes of the street car lines of Chicago SS CRMIUMMDS , C ST HAA 
who not long ago demanded group in- || § 
surance as part of their agreement with 


their employers. Now that the com-/|]| & 
panies are in a position to fulfil their = 
requirements, Vice-President Graham E 
declared that employers and their em- 5 
ployes can now enjoy complete group : N R N & E te O M P N Y 
protection—group life insurance, group A A 
health and accident and now group pro- 3 
tection for old age worked out on a/|& ROCKFORD, ILLINOIS 
group annuity basis. = ° 
e 2 8 = Agency Openings In 


NEW GROUP ANNUITIES = ay ioe ini 
: ARKANSAS KANSAS Wri 
The newly organized group pension COLORADO MICHIGAN rite to 


syste f the Equitable Life of New |] = FLORIDA MINNESOTA ° 
ey Mg Moe ooled an by combindon i| = GEORGIA MISSOURI FRANCIS om BROWN, President 












Merchants Life Insurance Co. 


HOME OFFICE: DES MOINES, IOWA 



































the company’s older policy forms of the = ILLINOIS NEBRASKA e 
income bond and the retirement annuity || = INDIANA OHIO Rockford Life Building Rockford, Illinois E 
with other policies developed for indus- || — IOWA TENNESSEE i 
trial corporations, according to B. A. | TEXAS i 
Walker, associate actuary of the com- 3) 
pany. The income bond was the first = 
simple annuity contract designed by the || 2.222000 oO SOUL UA A 





company for individuals. Next came | 
the retirement annuity to enable indi- 
viduals to pension themselves. The new 
group annuity system has been evolved 
from these. The National Educational 
\ssociation has just contracted with the 
company for the installation of one of 
these systems. The association is to | 
pay halt the premium on the annuity of 
every employe, who is to pay the other 


a z 
half. The emplove'’s half of the annual | 

premium is equal in each case to 5 per * I A | E MU I UAL 

cent of his salary. Retirement is volun- 

tary at 60 and compulsory at 65. If the TT 

employe leaves the association before OF WORCESTER, MASSACHUSE Ss 
the termination of his fifth year, he re INCORPORATED 1844 
ceives back all premiums paid out but 
without interest. If he leaves after that 
time, he receives back all premiums 
with compound interest at 3 percent | 
thereafter 








Announces a new and complete 
line of single and annual 


* 


KEEPING BREAST OF TIMES premium annuities 
“For more than the last decade the | effective June 2. 1927 


character of the life insurance agent's | 
prospective material has been steadily | 
changing,” point out Ives & Myrick, 
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COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illinois 


Life ‘ Health ‘ Accident 


| 








GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 














COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 


Sub-Standard Standard Super-Standard 
One Correspondent One Contract 
7H & Aand Auto Injury Forms Group Protection 
VE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 

} sare sonic West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 





One Company 
400 Popular Life Forms 

















You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 
The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 














general agents here of the mutual Life | 
“Men and women who | 
formerly bought little or no life insur- | 


of New York. 


ance and many who bought mostly in- 
dustrial policies are now buying in 
larger amounts and on standard forms. 
In a recent report on the general busi- 
ness situation, Babson’s Statistical Bu- 
reau indicates that the trend suggested 
is both fundamental and permanent. 
Every year the distribution continues to 
widen. Today the most prosperous con- 
cerns are those which reach down into 
the lower range of incomes. ‘Chevrolet 
is a better earner than Cadillac.’ Re- 
tailers are advised to sell to all groups, 
if possible, 
their field of buyers to the fullest ex- 
tent. Some agents are taking advantage 
of this advice of value, but many are 
not. Insurance programs and budget 
schedules are the tools to use in work 
along this line.” 


* * * 
MAY REVISE NEW YORK LAW 
Revisions of the insurance laws of 


New York may be expected as a result 
of the notorious Snyder-Gary murder 
case a few months ago, involving $96,000 
of life insurance, and the more recent 
alleged conspiracy that ended in the 


drowning here last week of 22-year-old | 


3enjamin Goidstein for the sake of 
policies totaling $70,000, according to 
Assemblyman P. Phelps of this district, 
who announced this week that he is pre- 
paring two bills to introduce at the next 
session of the legislature to check in- 
surance killings. In his view the pres- 
ent laxity in the law invites murders for 
insurance. 

Assemblyman Phelps announced that 
the first remedial measure he will intro- 


duce at Albany next session will pres- | 


cribe that notification be given the in- 
sured whenever his life is insured or the 
amount of insurance is raised, such noti- 
fication to be what constitutes legal noti- 
fication. “Further than that I would re- 
quire that no man’s life may be insured 
without his consent, or that the amount 
of insurance on his life be increased 
without his consent. I believe also that 
the law must be made stricter as to what 


but in any event to widen | 


constitutes ‘insurable interest.’ An abso- 
lutely genuine interest justifying the in- 
surance sought should have to be estab- 
lished before insurance of this character 
is issued. 

“In the Goldstein case insurance of 
$70,000 was issued on the life of a mere 
boy because of his alleged importance 
to a business which, in fact, was not 
doing very well and in which the boy 
was of slight value. This is a great 
abuse of the ‘insurable interest’ theory. 
In the Snyder case, policies of more than 
$95,000 were issued on the life of a man 
earning $115 a week. The law should 
be amended so as to require official in- 
quiry into facts in cases where the in- 
surance policy is large or the facts sur- 
rounding it are unusual, in order to 
guard against secretly placing a bounty 
on a man’s life, as in the Snyder case. 

a ~ i 
HUFF FORMS INVESTMENT HOUSE 

Perez F. Huff, who dissolved his large 
general agency here of the Travelers 
| early this year but who remained a spe- 
cial general agent of the company and 
has since been devoting his time ex- 
clusively to a large personal business, 
| announces the formation of the Perez 

Huff Company, which began doing 
| business here this week as dealers in 
insurance stocks and bonds. Asso- 
| ciated with Mr. Huff in the new com- 
pany are Henry I. Pitney and T. J. 
Fitzpatrick, both of whom were for- 
merly connected with Gilbert Eliott & 
| Co., an investment house here special- 
| izing in insurance issues. The new 
| company is the third and last unit of 
the Huff insurance organization, the 
|other two units being Huff, Dreyer & 
| Co., which does a general insurance bro- 
kerage business, and Mr. Huff's own 
business as a special general agent of 
the Travelers. Mr. Huff, who has been 
a close student of insurance and bank 
| stocks for many years and has been 
very successful in making investments 
in the field both for himself and his 
clients and friends, expects his new 
company not only to do a flourishing 
business on its own account but also 
| provide a means of reaching many life 
insurance prospects. 
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GERM DISEASES CONSIDERED ACCIDENTS 


Address Delivered at Meeting of International Claim Association in Toronto | 


- BY CHESTER N. FARR, JR. ————} 


Philadelphia Insurance Attorney 


N 1924 was decided the case of Christ 
| vs. Pacific Mutual Life, 312 Lllinois, 

525, 144 N. E. Rep. 161, 35 A. L. R. 
730. Christ, a boilermaker’s handy man, 
Was injured in a policy providing in- 
demnity against bodily injuries sustained 
solely by external, violent and acciden- 
tal means. The averment was _ that 
Christ died and his death was produced 
by external violent and_ accidental 
means, to-wit, by accidentally drink- 


} ing polluted water, believing such water 


| Chicago & 


to be pure and fit for drinking purposes. 


Facts of Case on Which 

Decision Was Based 

The evidence showed the insured was 
employed in the’ railroad shops of the 
Alton. There were two sys- 
tems of water pipes in the shops, one 
used for conveying water for drinking 
purposes to the employes and the other 


| conveying water for other purposes, 
such as for the engine tanks, and not 
fit for drinking. The two systems of 


| other. 


| lar 


separate except for 
one connection, at which there was a 
gate valve which kept the water in 
either system from flowing into the 
The water from both systems 
was supplied by the city from its regu- 
water mains. During the winter 
months there was a shortage of water 
and the railroad company began pump- 
ing water from a small creek near the 


pipes were entirely 


| shops, forcing the water into the system 


| 


of pipes used to convey water for other 
than drinking purposes. The 


from two cities emptied into the creek | 
a short distance above the point where 
pumping 


the conducted and the 


was 


sewage | 


water so pumped was polluted by sew- 
age and decaying matter. Shortly after 
this the valve connection between the 
two systems of water pipes became de- 
fective and the polluted water flowed 
into the system of pipes conveying water 
for drinking purposes and polluted the 
water in those pipes. The insured was 
uninformed of the polluted condition of 
the drinking water and drank it, believ- 
ing that it was pure and harmless and 
fit for drinking purposes. As a result he 
became ill with typhoid fever and died. 


Defect in Valve Was 
Accidental Cause 


The court said: “A death by typhoid 
fever cannot be regarded as accidental 
unless it appears that the disease itself 
was introduced by accidental means. 
The means by which disease is acquired 
being the entrance of the typhoid bacilli 
into the system. If the means of such 
entrance are accidental, the resulting 
typhoid fever and its fatal effect may 
also be said to be accidental. In this 
case the deceased did exactly what he 
intended to do in drinking from the 
faucet, but he intended to drink the 
water furnished by the city and not the 
sewage polluted water of the creek. It 
was a defect in the valve which was the 
accidental cause of his drinking the pol- 
luted water and taking into his stomach 
the bacilli which resulted in typhoid 
| fever and eventually in death. 





| Disease May Cause 

_ony to Body 

| “Typhoid fever is always a disease, 
but it does not follow, as is argued, that 
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Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_ send 
them to us. (Signing on 
these lines will cost noth- 
ing.) 


eee eee eee ee 


Name 


ee 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 
Chicago 


the manner in which the disease is con- 
tracted is immaterial or, as is assumed 
in the argument, that there was no bod- 
ily injury. Disease causes bodily injury 
when it prevents the organs of the body 
from performing their functions and 
finally produces death. An accident 
causing a disease which produces these 
| results is the proximate cause of these 
results.” 


| “ee Not Limited 


Physical Force 


The court further said: “Where death 
| arose from accidentally taking a drink 
| of poison the injury resulting in death 
may be regarded as received through 
violent means. The same principle ap- 
| plies to typhoid bacilli accidentally taken 
| into the stomach. Violence causing bod- 
| ily injury is not necessarily limited to 
| physical force, but the accidental intro- 
| duction into the body of a foreign sub- 
stance which causes death or extreme 


bodily injury or suffering is violent 
within the meaning of the policy as 
much as if the violence had been a 
blow.” 


The latest case is the case of New- 
soms vs. Commercial Casualty, 137 S. E. 
Rep. Va. (1927). The insured ate for | 
breakfast cold canned beans and white 
meat. Shortly thereafter he was taken 
ill with violent cramps and began vom- 
iting the food he had eaten. He died 
about two hours afterwards of ptomaine 
poisoning or acute indigestion. It was 
held that this was an accidental death 
within the policy. 


May Incur Accident 
While Following Intentions 


In a case antedating this somewhat, 
Sutter vs. Mass. Bonding, 215, Ill. App., 
241 (1919), the court said: “Many acci- 
dents occur when the victim is doing 
precisely what he intends to do. He 
may step on a plank supposing it to be 
safe when in fact it is decayed and will 
not support him, or drive an automobile 
presuming its machinery is in good or- 
der and be thrown out because the brake 
will not work, or drink out of a bottle 
presuming it contains a harmless fluid 
when in fact it is a deadly poison. We 
do not see how these cases can be dis- 
tinguished from eating that which he 
presumes wholesome but which contains 
poison. In each case he is in a sense 
injured in and while he is doing what 
he intended to do.” Ptomaine poison- 
ing, as I understand it, is produced by 
bacteria existing in food, and as a result 
of the action of the bacteria on the 
food, the food produces in the stomach 
a toxic condition known as 
poisoning, 


Boundary Between Disease 
and Accident Disappearing 


It seems to me perfectly apparent on 
studying these decisions on typhoid 
fever and ptomaine poisoning that al- 
most the whole boundary separating dis- 
ease from accident has been wiped out. 
These decisions practically say that any 
involuntary introduction of a disease 
germ into the human system is an acci- 
dent. If bacteria disease germs which 
produce ptomaine poisoning are acciden- 
tal means then the whole distinction 
between disease as caused by germs and 
disease caused by accidents has been 

swept away, for eating, inhaling, drink- 
| ing or absorbing in any manner a dis- 
ease germ by an involuntary process or 





ee 





by a voluntary process, not believing 
| that the disease germ is present, is an 
|} accident. 
| Most Diseases Are 

Acquired Accidentally 

Suppose the insured enters a house 
having previously been occupied by an 


influenza patient. He acquires the influ- 
enza. Or suppose he comes into contact 
| with a man who has influenza, of which 
| fact the insured has no knowledge, and 
| the insured sickens in either of these 
cases and dies of influenza. I cannot 
| see that there is any distinction in prin- 
i ciple between a condition in which in- 


ptomaine 


fluenza germs are planted in the body 
as a result of these circumstances and 
one in which typhoid germs are intro- 
duced by drinking water which the in- 
sured had imagined to be pure. If one 
is an accident logically the other is an 
accident as well. In fact if this species 
of reasoning is to be pushed to its log- 
ical conclusion it must inevitably mean 
that all germ diseases are accidents, for 
no one voluntarily exposes himself to 
such a disease, except possibly a physi- 
cian or a nurse. There is always some- 
thing unexpected in the circumstances 
in which the disease may be said to 
have been acquired, and reasoning by 
analogy, a man may call it an accident 
if he is hit by a disease germ in just 
|} the same manner as if he is hit by a 
brick. 





| List of Germ Diseases 
Is Continually Growing 


} 
' 
| 
| If this and the courts seem 
| prepared to make it so, nearly every 
| disease now known as an infectious or 
| contagious germ disease will become an 
accident. Medical science is continually 
{adding to these diseases, and probably, 
lif the truth were known, every disease 
has its particular germ; some are far 
lless infectious than others, and some 
| have to be actually planted in the sys- 
| tem in order to produce their appropri- 
ate illness, but all are germ diseases. 
| Under the rulings, which have been 
| quoted, the introduction of them into 
| the system is an accidental means and 
|an accidental happening. 
| We believe that anyone outside of our 
| professions when asked whether pto- 
| maine poisoning was an accident or a 
| disease would have immediately 
| answered “a disease,” and if he were 
|}asked whether it was produced by an 
| accident in cases where a person had 
| eaten spoiled food that he would answer 
| that it was not so produced, any more 
| 
| 
| 


be so, 


than an attack of typhoid fever from 
unknowingly coming in contact with or 
absorbing typhoid fever germs, could 
be said to be produced by accident. This 
is setting forth the thought of the man 
lin the street. That it was the thought 
of the companies when insurance poli- 
cies were originally written was un- 
| doubtedly the case and they were care- 
ful in the provisions which they wrote 
in the policy to exclude disease in any 
form. At that time, however, the germ 
theory of disease was in its infancy or 
undiscovered. While contagion and in- 
fection were recognized as conditions 
producing disease, the laws which gov- 
erned their operation were obscure. Sub- 
sequent scientific advances, unsuspected 
at the time the original policies were 
written, have given us these decisions 
with a logic that I am bound to cqn- 
seems strong. 


Iess 


New Policy Limitations 

Are Liable to Criticism 

If these conditions which have been 
described above form a ground for any 
reasonable apprehension on the part ol 
the companies as to the future, the prac- 
tical thing to do is to take up possible 
remedies. The one which immediately 
suggests itself is a change in the policy 
form. But so much of this has been 
done by accident insurance companies 
and so much has the suspicion of the 
courts been aroused and consequent 
hostility created by each new change 
introduced with the apparent purpose of 
avoiding the payment of claims, that a 
recommendation that new qualifications 
be inserted in the policy should be made 
with caution. Before offering any sug- 
gestion as to policy amendment the 
writer would suggest, if it does not al- 
ready exist, some cooperation between 
the companies in cases of this character. 
Of the exact details by which this co- 
operation should be worked out the 
writer is scarcely competent to speak 
but he feels sure that there are some 
cases of this character the trial of which 
is highly disadvantageous to accident 
companies generally, since an adverse 
decision is most probable, and a conse- 
quent stiffening of the law results 
against the companies on the points in 
i dispute. 











Does 
Your 
Company 
Write= 


Accident and Health Insur- 
ance? That question is 
asked us daily—so we 
thought it would be a good 
idea to answer it in this 
column. 


Perhaps 


you would like to know, so 
we'll give you the answer— 


Yes 7 


and that isn’t all—we also 
equip our Sales Staff with 
the following Sales Helps: 


1. Non-medical 

2. Monthly Premium 

3. Juvenile Policies 

4. Payor Insurance 

5S. Salary Savings 

6. Participating 

7. Non-Participating 

8 Sub-Standard 

9. Female Insurance 

10. Sales Promotion Dept. 
11. Educational Course 

12 Direct Mail Advertising 
Salesman's Folio 

14. School for General Agents 
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Illinois, Indiana, lowe, 
Michigan, Missouri and 
Ohio 


| 
| 
| 
| ti 
| 


ABRAHAM LINCOLN LIFE 
| INSURANCE COMPANY 


| (Formerly Mutual Life of Illinois) 


Home Office Springfield, Illinois 
H. B. HILL, President 
F. M. FEFFER 
Vice-President and Agency Director 











EERE 
Abraham Lincoln Life Insurance Co., 
Springfield, Illinois. 
Gentlemen : 

Kindly send me information re- 


garding your “Complete Coverage 
Contract.” I am interested. 
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REAL OPENINGS 
for GENUINE WORKERS 


— those who know that only intelligent endeavor secures 
applications in volume and understand that advancement 
comes surest through strong effort, can learn of advantageous 
opportunities, either as solicitors or Agency Managers, now 
awaiting suitable applicants. Plenty of chances in various 
parts of the country. 


UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND MAINE 


| ITS BENEFITS TO PUBLIC IS CONDEMNED 


| By GEORGE W. AYARS, Los Angeles 

| Second Vice-President National Association of Life Underwriters 
NCREASING pressure is being | increased power came because, grown 
| | brought to bear on the subject of in- | interdependent nation upon nation, men 
stitutional advertising of life insur- | must know what is happening every- 
| ance, from a good? many sources outside where on the globe in order to properly 
the business itself. Many of the articles | direct an institution or a great mercan- 
and speeches on the subject are coming | tile concern anywhere. The press lays 
from the advertising fraternity, which | before us within the hour the latest 
doesn’t lessen the force of what is writ- | happenings in China or Africa. It 
ten and said except, perhaps, in the | brings in the acts and the thoughts of 
opinion of those too steeped in traditions | men from the utmost corner of our now 
and too comfortable in their well-fed | small world. Not only that, but the 
complacency to be bothered. | press interprets the news. It interprets 
Recommends Calkins’ Article the news—hence me purer, mover a 
| fore in history could men be so easily 
| One of the latest and most forceful | swayed in great groups as today. The 
| articles appears in the September issue | newspaper and the magazine is the mir- 
of “The Atlantic Monthly” from the pen | ror before which our new world-citizen 
of Ernest Elmo Calkins. When a story | stands to see how he looks. Power of 











relating the shortsighted and antiquated | the press! Nothing has equaled it in 





é You are a producer 
You want a REAL job 
You believe in yourself 
A friendly interest is needed 
Close co-operation is necessary 
Territory does make a difference 
Write or wire: S. M. CROSS, President 
INSURANCE COMPANY 


Cincinnati, Ohio 








policy of life insurance toward publicity | man’s previous history. The very solid- 
can make the pages of the staid, intel- | ity of our social institutions depends 
lectual “Atlantic Monthly,” it is time | from day to day on world news and its 
we, inside the life insurance fence, took | interpretation. Almost over night the 
a little notice. Mr. Calkins is a friend | 

of life insurance, he uses its service, and | j™ 7 
he is no cub writer. In his article, 
“Insuring Insurance,” he handles his | | 
subject with scholarly brilliance and | 
proves his points conclusively at every | 
turn. I commend the article to you for | | 
a careful study. Such a story, from an | | 
advertising man of prominence, will have | | 
wide reading among business men be- | | 
cause business men listen to advertising | | 
experts. Modern business is what it is 
as a result of advertising. The business 
| man and the advertising man are the | | 
| 











co-developers of the great commerce and 
the industries of this nation. 


| Find 60,000 Agents Annually Quit 


From the publicity standpoint life in- 








| surance has long maintained a death- 
like silence as far as any expression on | 











the part of the institution is concerned. | 








The A & H Review 


FLORIDA 


IS THE 
ACCIDENT AND HEALTH 
ry cl UNION NATIONAL 


INSURANCE CO. of FLORIDA 
ST. PETERSBURG 


$2.00 A YEAR CHICAGO 


CAPITAL RAISED 


Selling organization 

of specialists in insur- AGENTS WANTED for Florida. 
*,¢ ill Issues every desirable form of 
ance securities wi policy. Automatic reinsurance pro- 
b an d ] e your stock vides for very large lines. Prompt, 
° efficient service. 
issue; Reputable cor- 
A l Ad Address: John C. Roberson, 

porations on y- ~ Vice-President and 
dress B-39, care of The Agency Director, 
National Underwriter. 











President 
DR. JOHN L. DAVIS 
Executive Vice President 

and Medical Director 


First National Bank Building, 
St. Petersburg, Florida. 





Secretary & Actuary 


For its contacts with the public it de- 
pends upon a mouth-to-ear campaign 
through its representatives, and it has 
never been too careful who those rep- 
resentatives were. Our Life Insurance 
Sales Research Bureau finds that 60,000 
of those “representatives” quit the 
business every year because they cannot 
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GEORGE W. AYARS 


the. result of poor selection, lack of in- | \erthrown, moved this way or that, by 
telligence or inability to make enough ieonle arinting 1 interpreting of 
men stand still and listen to their story. | the simple printing and inter; . 
Were it not so pathetic, it would give 
| one a good laugh to contemplate a great | 
| public service in this age depending upon | Apace with the increased power 0! 
a where-did-you-find-him representative | the press came an increase of advertis- 
| who runs hither and yon without direc- ing patronage because keen business 
tion, with no check-up on his time or his | men use power wherever they find it. 
methods, stabbing blindly at the multi- | The newspaper and magazine reader 
| tude until he persuades some man to| running eager eyes over the world news 
stand still so he can tell him the story | finds spread also before his vision the 
of life insurance, and the representa- | markets of the world from which he 
tive doesn’t know the story himself. ! picks and chooses. The news columns 
rhere is a wastage in such operations | mould the opinion of the reader on po- 


| that is keeping insurance on too high | litical, public and world questions. The 


certain news by the press. 
Advertising Patronage Increased 


} 
: 1T% : : make a living. Sixty Sé it . f : 
MAX A. H. FITZ E. H. ROBERTS | ke a living ixty thousand quit as emotional balance of a nation can be 
| 
| 
i 








|a cost level. If we, in the business, do | advertising teaches him new uses for 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated cee Maryland, 1882 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretarvy-Treasurer 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 





not soon rectify it, the public will set | olq things he has long had about him 
about doing it for us. Life insurance land, consciously or unconsciously, he 
has become too much a public matter to | consults advertising to find open ave- 
hide under the private skirts of any | nues for the investment or the expendi- 


man or clique of men. | ture of his next loose dollar. 
Press Creates Mass Opinion 


The remotest part of the earth is now | All institutions have seen the advan- 
dependent upon us and we are, like- | tage of hooking up with this new, 
wise, affected by it. Right along with | powerful thing that widens their market 
this mass-thinking and world-conscious- | and lowers their selling cost. All in 
ness came to the press of the world a | stitutions wut one, and I am actually 


Believes Insurance Backward 





|tremendously increased power. This (CONTINUED ON PAGE 32) 








SERVICE LIFE INSURANCE COMPANY 


HOME OFFICE: LINCOLN, NEBRASKA 


OFFERS VERY LIBERAL 
ADDRESS APPLICATIONS 
ROBES SEES ie % 








CONTRACTS TO AGENTS 
TO B. R. BAYS, PRESIDENT 


eeseNeapetates? 
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N d t “é | 9?7 S lhi M th d "” | if | many promising salesmen to their office | cuaranteed to give you permanent and 
ce or e ing S oas in 1re desks Why be afraid when you are | absolute protection?” all are entering 
cffering the other man far more than he | messages that would enlist some interest 


Insurance Pointed Out—Approach Usually could ever give you? Have something | with men you call upon. So, again | 


to say when you call and you will find | urge that you have something to say 


Is Most Important Factor in Making Sales that your interview will be easy. and then say it. 


By MILTON T. WOODWARD Approach Biggest Factor oy pay) Be 
sae in Successful Sale Simple, Short an ain 
[This address on “1927 Selling Methods” | jc generally an expensive experience > 
was given by Mr. Woodward, who is gem- | when one’s thoughts are taken away Remember that when vou make a The demonstration of a policy con 


= ee ae ae eee eee from the business that pays him best— | “cold canvass,” no matter what your | @ct ba nny beng yoy on ng 

Underwriters Association last Friday in | life insurance. If men, who can always | prospect may be doing, dictating, read- a —- ~" ent, GnOuN ‘ble. ‘Dell 
its first meeting of the season.] sell life insurance when they make a | ing his mail, or “what-not,” you have | 20" and plain as is possible ec 

real effort, would only reckon that the | his entire attention for. at least. 30 sec- | MOTS UPO™ what life insurance will do 

OW long would the Burroughs | time wasted and the energy taken awa\ id He ee cil | %y nail than upon what the absence of it will 

H t ae € naturally, Wl look up ane) not do. Buyers always buy oftener and 


Adding Machine Company, the | from their business added to the cost of |... 
National Cash Register Company, | securities of a speculative nature, they | , k 

e mn? 

or any of our recently highly developed | would work out a plan for the buying 





you say, how you say i, how you | in larger amounts when they are cheer 
and how you act, will determine | ful and happy than when downcast. 


hoy I ? yrospe ) + ; : ’ 
automobile sales organizations last if, »nd selling of securities with the same | |" abrupt a will be or | Center your attack on the thing that 
the antiquated methods of vears gone | amount of care that they should exercise ther he will want you to continue | creates the most interest. Dont tell 
hy were still considered ‘good enough?” | in the planning of a full day for their | °T Come back. Such approaches, as “I | your prospect all about the contract, or 
[here are many successful men today, ' insurance work. Watching the “ticker.” | 'SPTSS€™* the ‘Grand Oldline Insurance | service, in order to effect the sale unless 
who upwards of 30 years ago would cven on a strong market, is an expensive | ‘C'™P8"Y _ | have a proposition to | you have to. If the sale is made before 
have wagered their last cent to prove | pastime for a real life insurance sales show you offered by the ‘Grand Oldline | a complete demonstration is given, he 
that they could transcribe a message in | man Insurance Company,” or “Mr. Smith | will be more “thrilled” with his pur 


longhand faster than it could be pro- suggested that | = 7 about a plan | chase when you go over his contract at 





duced by a typewriter. , Man Can Find Business of life insurance he has adopted,” all will | the time of its delivery Phen, too, 

5 | Who Goes After It count for nothing te the mat ul dditional insurance is brought out 

Merit, Not Pull, Big r : vo in to see is in the market at that our chances of having him accept tt 

Factor in Success Today oday, _ wide-awake salesman, very moment and isn’t “tied up” to an) re much greater, for it is so much bet 
Today, merit and not “pull” is what peels walicrce gg 2 sap stand im Die Way | particular agent. Such commonplace | ter than he thought it would be 
makes one a success. Keeping abreast | | ge .: SS ae life insur- openings will never get a “nibble” ex Nine out of ten salesmen never know : 
with the times. or better still. a little | ance as the calling of all callings, where | cept from the man who knows he is in when to close lhev wait for the pros ) 
shen towers the mestaliey of tercccina | in good, bad and indifferent times, he terested and wants to buy now Get- | pect to sav “All right: go ahead” ot | 
: | will find business, and good business, if | ting the most out of an interview «de ‘ll take it.” There are too many : 


business concerns. And, a life insurance | , 


he only goes aiter it he sky is our pends a great deal on what sort o n | salesmen who will give a history of life 


salesman, regardless of what branch of 








our fascinating calling he embraces, is —_ —e ne “4 ‘he potcag Pes ghey Reso opening you make : insurance, even give a good demonstra 
engaged in and is carrying on a business The: gee hy ag y yo eg 1 ros Select one of your own making; one | tion of what it will do, but who forget 
ill his own. We all need supervision, nora = i a pone aren 2 «Flag te that ate mm Soot with your Ont persotr t sk the man to buy 

h he irecti » give selves is st get OY 2 : “et mn nue ality Such approaches, as can 

i been Bos vas re an wee successes? The market for life insur- | crease the size of your imsurance estate Most Men Don’t Know 
that helps most, and while we should rg generally speaking, is made up of | without making it necessary tor you to What Steps Are Necessary 

ever be hungry for the best there is in able bodied people with no insurance, or pay one cent more,’ or “I am a friend Most men do not know what sfeps 
insurance literature, talks with our | ¥'™, too little Why do some men | of Mr. Smith, who has been telling me | ¢., take ¢ purchase life insurance. We 
superiors and a thorough familiarity of | ee to make a sufficient number of | some mighty fine things about you,” or | just show them. Either bring out the 
the successful plans of others aid us calls, while others do not tear chains Have the companies you are insured application, or have the doctor certily 
materially in working out our own | ————— : Ee statisti tiie tae a ie On Ge ee: ee 
plans. The strength that gives us the vou see that a man is interested, such 


selves. It is a fine thing to know how Mrs. Smith.” or “You would want your 


most power is that which we gather our- | VARIED METHODS OF GETTING PROSPECTS __ || sistements as “You want this paid to 
to do something and then be able to | ARE TOLD BY MINNESOTA MUTUAL MEN children to have this income if Mrs 








do it. j Smith were not living,” or “You cal 
Man Who Gives Most . ee | save $50 every three months tor 
Is One Who Gets Most C INSIDERABLE attention was of high class prospects with plenty of this plan, - generally —- the — 
: . ‘ eens ‘ , ) . thy 

: . . ° of . given to getting prospects by vari- information H ni P , » ene. | tude an make vou tee pertec 
The profession of selling life insur- i z = ¢ made a list of the cor safe about making out the application 
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getting the most from this business is | ¢tWeen the age of 20 and 35 was a Qn his first call naturally the prospects When He Is Written 
the one who is giving the most to it candidate for the policy on which the | were dumbfounded at the closeness and , +) 
His mind is riveted on life insurance general agency specializes, namely, old accuracy of his information. He frankly MM st salesmen whe isking ‘ 
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CALIFORNIA NEW YORK 
codward, Fondiller and Ryan 
Barrett N. COATES Consulting Actuaries 
eT ee 
CONSULTING surance a _ Pensior — - 
fons and A Service and 
Saetetionlens = Companies and ersctations 
354 Pine Street - - San Francisco managed under contract — Office Systems and 
— Accounting and 
Auditing 
75 F Street New York 
ILLINOIS 
' OKLAHOMA 
ONALD F. CAMPBELL J. McCOMB 
CONSULTING e COUNSELOR AT LAW 
ACTUARY CONSULTING ACTUARY 
160 N. La Salle St. Premiums, Reserves, Surrender 
Telephone 7238 Vature, ot» agg Veleotiens 
an minations ade. olicies 
CHICAGO, ILL. and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 
A. GLOVER & CO. 
* Consulting Actuaries 
29 South La Selle Street, Chicago future potential buyers they want you 
Life Insurance Accountants to see. 
Statisticians ‘ ‘ 
Life Insurance Nothing 
but Replacement Value 
Life insurance is nothing but a re- 
H. NITCHIE placement value. We talk about the 
° ACTUARY life values of men, what their activity 
1523 Assn. Bldg. 19 S. La Salle St. x = in — = on — 
Telephone State 4992 CHICAGO are dependent on them. oO vit} 
er is worth $5,000, $6,000 or $10,000 and 
upwards, when devoting less than a half 
a day to our calling, why not let us get 
——_ | down to work and earn what we are 
losing or being robbed of on account of 
HAH, DAVIS & HAIGHT, Ine. | our inactivity and indifference to our 
Consulting Actuaries | great calling? - 
There is no company of the many 
PRANK 3. HARGIS, Frecifent | splendid companies doing business to- 
INDIANAPOLIS day that would not far rather pay a man 
Omaha, Denver, Des Moines $5,000 than $2,000, $10,000 than $5,000 
or $25,000 and upwards. But we will 
| never get our price if we do not pay the 
cost in proper preparation, earnestness, 
planning and industry. Too many ot 
HARRY C. MARVIN us put things off until tomorrow when 
Consulting Actuary we could put them over today. 
ee ee SAYS LIFE INSURANCE 
INDIANAPOLIS, INDIANA NEEDS MORE ADVERTISING 
(CONTINUED FROM PAGE 30) 
blushing in attempting to say the name 
of it. If it were the institution of pea- 
IOWA ition. ea. 
nuts or shoe laces I could say it easily, 
' but to have to write “the institution of 
L. MARSHALL life insurance” just nearly floors me be- 
®@CONSULTING ACTUARY cause life insurance goes so much deeper, 
on se has so much more to advertise, more 
Hubbell Building stories of human interest to tell and 
DES MOINES, IOWA more to gain by the telling than any 
institution of which I know. Life in- 
surance is a fundamental need of the 
human race. Other things not funda- 
MISSOURI mental create a market through adver- 
tising and thus draw into other — 
nels dollars rightfully belonging to life 
OHN E. HIGDON insurance, all because life insurance as 
ACTUARY an institution is silent—it isn’t news of 
24 Argyle Bldg., Kansas City, Mo. public interest. 
Press Controls Emotional Balance 
In order to survive, any nena 
must establish faith and confidence anc 
A LEXANDER C. GOOD then watch that faith and confidence and 
keep it in proper balance. And right 
CONSULTING ACTUARY here we point out the danger in — 
ical Buildi present situation. The emotional bal- 
O65 Chem —_— ance can be thrown against life insur- 
ST. LOUIS ance by the slightest adverse comment 
given wide publicity. The press is not 
| an enemy of life insurance, but news ? 
news and the public, the press included, 
A — is not educated up to the point where 
there is an understanding of the founda- 
Mi M. Dawson & Son | tion, the friendliness and the solidity of 
| life insurance. People see its effects 
CONSULTING | occasionally when a worthy husband 
ACTUARIES | and father drops out unexpectedly and 
at life insurance steps in to continue 
oC. qm &. woe vem where the deceased left off, but these 
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things do not remain long in the public 
mind. Folks are far too busy with the 
business of living to look far ahead. 


But through advertising they can be 
educated into that mental attitude until 
it becomes second nature. Then men 
would seek life insurance from a good 
counselor and when secured it would 
be kept up until the end. 


Criticized Selling Forces 


In conversation with a very intelli- 
gent business man a short time ago, in 
fact he is one of our country’s indus- 
trial giants, I asked him what he thought 
of the institution of life insurance as 
a business concern. His reply ran 
about as follows: “I have over three- 
quarters of a million of life insurance, 
so you see I believe in it, but here is 
one thing I cannot make out. From a 
factory standpoint, in other words your 
home offices where you manufacture 
your goods, you are about as econom- 
ically run as other industries, except 
you are heavily over-officered; from the 
research end, or the actuarial end as you 
call it, you are about on a par with 
industrial chemistry, and that is pretty 
accurate; but from the selling end life 
insurance is about as chaotic as most 
businesses have forgotten how to be.” 


Finds Representation Poor 


He went into a description of the 
types of men who had made efforts to 
“earn a commission off him,” men gen- 
erally of no education, no understanding 
of human problems, because “too many 
of them had just one problem and that 
was where the next meal was coming 
from.” He said their attitude and their 
whole physical get-up spoke only too 
loudly of their need. Then he ex- 
claimed with some heat: “Why don’t 
you fellows advertise your goods and 
put real representation back of it? 
Your business would double in three 
years if you would and your selling cost 
could be cut in half. Life insurance has 
never been properly put before the 
world.” I demurred at his statement 
that life insurance was universally 
poorly represented, but our industrial 
giant said any business must be judged 
by its averages, and I guess he is right. 


Aged Woman Needed Annuity 





I followed through an annuity inquiry 
the other day and found a crippled 
woman, 78 years old, whom a distant 
friend had advised, by letter, that she 
|enlarged her very meager income by 
|} investing her savings in an annuity. 
| This crippled lady stated her husband 
had died leaving $53,000, but losses had 
depleted her capital until but $15,000 
remained and this was invested $5,000 in 
|gas and utilities at 6%; $5,000 in a 
7% mortgage; and $5,000 laid in a sav- 
| ings bank at only 4%, but she was 
afraid to move it. Thus at 78 this 
woman lived on an annual income of 
1$850. Our tables showed a return of 
| better than 16% for her on an annuity 
|investment, her income thus being 
j jumped from $850 to $2,400 per year, 
;and, having no relation, leaving arf 
estate had no great appeal. She de- 
veloped confidence in me and signed an 
| application but held on to her money 
| until she could “think it over and talk 
‘with some friends.” 


Ignorant Friends Dissuaded Her 


While the annuity was in process of 
| writing, her friends had unsold her on 
the idea. After considerable pressing 
she told me the names of three men 
friends and I called in turn upon a real 
estate man, a doctor, and a retired 
elderly gentleman, in an effort to get a 
better reaction for the woman. Never 
‘did I better realize how life insurance 
needs the light of day thrown upon it, 
because these three men had no under- 
standing at all of the processes of life 
insurance or annuities, and were dwell- 
ing in absolute ignorance and suspicion 
as far as the whole fabric of life insur- 
ance was concerned. Here was a woman 
tragically needing our service but a wall 
of ignorance beset her on every side and 
made her afraid. All the local, small- 
town advice was against her making the 
move. Love and persistence won her 
over, however, but at a terrific waste of 
time on my part. 

In my office men coming in seeking 


i 














to cash out their insurance contracts are 
sent to my desk. Then can one realize 
how the lapsation and termination of life 
insurance could be all but stopped if the 
public could be made to understand 
through the universal language of ad- 
vertising what life insurance really is. 

Well, we have briefly stated our case. 
When will we wake up? Whose busi- 
ness is it to do the awakening? Wau! the 
Life Presidents Association get to the 
job, or the Life Agency Officers Asso- 
ciation, of the American Life Conven- 
tion, or the National Association of Life 
Underwriters? I have a feeling the lat- 
ter body is the most understanding 
group of the four because it is closer to 
the ground. Just five minutes before ad- 
journment of our next underwriters’ 
convention at Memphis, I wonder if we 
couldn’t pass a nice, mild resolution 
about it! 


DATA IS PREPARED FOR 
SCHOOL FOR MANAGERS 


HARTFORD, Sept. 14.—Members of 

the staff of the Life Insurance Sales Re- 
search Bureau are engaged in preparing 
material which they will present at the 
bureau’s school for managers to be held 
at Memphis the week of the National 
Convention of Life Underwriters. The 
school will be held Oct. 10-12, offering 
managers, general agents and supervis- 
ors an. opportunity to spend profitably 
the entire week at Memphis. 
. During the five sessions several prac- 
tical ways of handling each of the prob- 
lems in agency management will be of- 
fered by bureau .representatives. The 
bureau’s field investigations have taken 
it into over 600 agencies in the United 
States and Canada. It is from these 
visits to agencies operating under al- 
most every conceivable condition that 
the material for the lectures and discus- 
sions will be drawn. The curriculum will 
follow the outline used in the Manager’s 
Manual. Those who plan to attend the 
school are expected to be familiar with 
the material contained in the four vol- 
umes of the Manager’s Manual. 

Because of the large number of re- 
servations already made, and at the re- 
quest of the program committee of the 
National Association of Life Underwrit- 
ers, the bureau has agreed to raise the 
limit of enrollment for this particular 
school. Attendance is limited to man- 
agers, general agents, supervisors. and 
other men interested in agency building. 
No home office representatives will be 
present. 


CALLS LIFE INSURANCE 
INSTITUTION OF PEOPLE 


E. S. Warner. trustee of the Minne- 
sota Mutual Life, made an interesting 
statement in greeting the agents of the 
company in the agency convention re- 
cently held at Alexandria, Minn. Mr. 
Warner said that what this company 
needs is more life insurance placed on 
the common people. He declared that 
as a trustee of a mutual company he was 
much less interested in a large sized 
policy recently closed by one of the 
company’s leading producers than he 
was in the ones and twos and fives that 
come in from the smaller agents. He 
said life insurance is an institution of 
the people by which they help one an- 
other and as such an institution he 
wanted to see it extended, but he was 
not interested in drawing in men of 
large means to whom the premium or 
the protection means comparatively little. 


State Mutual Convention 


The State Mutual Life Agency Club 
next year will meet at Bluff Point on 
Lake Champaign, June 26-28. 





A man experienced in handling life 
insurance inspections and _ claims, 
now employed, desires position with 
good company in Claim Department. 
Best of references from employers. 
Address B-89, care The National 
Underwriter. 
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NATIONAL LIFE INSURANCE 


BROAD UNDERWRITING 
SUB-STANDARD BUSINESS 
COMPLETE PROTECTION 
LIBERAL COMMISSIONS 
HOME OFFICE CO-OPERATION 








* “Springfield, Tl. 
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BIG DIVIDEND INCREASE 


Announced by 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 
SIXTH RAISE in FIFTEEN YEARS 





Just three 
good openings 


Whole Life Preferred Risk Policy 


*Cincinnati, . 
Ohio $2.50 lower net cost first year, 
Grand Rapids, $3.50 lower net cost twentieth year 
Mich. than our old Ordinary Life. 


Sienek —. Peni Dividend increases on other policies 
Left In proportion. 
This places The Minnesota Mutual 
Life Insurance Company among 
the /eading low net cost companies 
of the United States. 


THE 


MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
Now a $137,000,000 company 

















AGENTS 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 








You'll Like 
Our Service! 





To Work With 
AGENTS AND 
BROKERS 





TWO SUPERVISORS 


No Division of Commissions 











WILLIAM M. HOUZE 


Room 1946-2948, The Straus Bidg. 
S. W.cor. Michigan Ave. and Jackson Bivd. 
Telephones Harrison 1434-0402 
Chicago, Illinois 


General Agent of 





BROKERS 


We offer you the 
fullest cooperation. 
We sincerely be- 
lieve we can serve 
you to advantage. 
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HITS THREE-QUARTER 
BILLION MARK 




















The Bankers Life Company total of 
legal reserve life insurance in force 
on June 30, 1927, was $766,000,000. 


This is a gain of $50,000,000 for the 
first six months of the year. 


The total as of June 30, 1927, is 
nearly four times as great as the 
total at the end of 1918. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Des Moines, lowa 








Established 1879 
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PLANNED SUCCESS 


Years ago, the man who wanted to build a 
home started out with a general idea in his mind. 
He knew what he wanted the house to look like 
when finished. He tried to impart that idea to 
his builder. He hoped that the results would 
fulfill his expectations. Sometimes they did; 
frequently they didn't. Disappointments were 
many. 

Today the prospective home builder consults an 
architect, who embodies his ideas of what should 
constitute a beautiful house, into a carefully 
worked out plan and lays that plan in front of the 
future owner before operations start. If it meets 
with his approval, he can authorize building opera- 
tions to go ahead, with a very definite idea in mind 
as to how the house will look when finished. 

Years ago, the man entering insurance had to 
build his business without a plan. He had to 
educate himself along insurance and selling lines 
as best he could—and his success usually depended 
upon the chance that he would formulate a system- 


THE 


THE TRAVELERS INSURANCE COMPANY 


atic plan of solicitation before he became dis- 
couraged and gave up. 

To-day, the man who is considering entering the 
insurance business as a representative of The Trav- 
elers, can look ahead to a certain extent and see 
where he will stand six months, five vears or ten 
years from now, and he can be reasonably sure of 
attaining his objective. 

If he will follow conscientiously the time-tried and 
result-tested plans, such as the Field Guide Course, 
which has been carefully compiled for his benefit, 
he will, in all probability, be standing squarely on 
his own feet at the end of the first six months. He 
should have an income running into five figures by 
his tenth anniversary with the Company. 

Human endeavors can not be made to follow as 
exact a design as brick, stucco or wood; but experi 
ence has shown that men who will follow energet- 
ically and conscientiously the well defined business 
building plans furnished by The Travelers will 
achieve a success which will give great satisfaction 
to both themselves and the Company. 


TRAVELERS 


THE TRAVELERS INDEMNITY COMPANY THE TRAVELERS FIRE INSURANCE COMPANY 


L. F, BUTLER, PRESIDENT FIRI 


LIFE 
ACCIDENT Hartford, 


LIABILITY I AUTOMOBILE STEAM BOILER COMPENSATION, 


Connecticut WINDSTORM 


BURGLARY. PLATE GLASS, AIRCRAFT MACHINERY, INLAND MARINE 
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